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The Temper 


“NHE way to get a true picture of the temper of 
the times is to step out of your store and office 
You 


will be amazed at the change in spirit that has come 


and go with me out into the retail field. 
wit! the past two weeks. Springtime has had some- 
thine to do with it, but the fundamental aid to restora- 
tion of good business is the fact that the American 
public no longer relishes a spasm of depression and is 
doing all that it can to hurry prosperity along. 


iis week’s lead story is written from Elkhorn, Wis. 
We have been traveling from place to place by bus in 
an cflort to sense what is this thing—depression. We 
don't find it as bitter a pill in the small agricultural 
centers. In some industrial centers where work has 
been slackened, the situation is still uncomfortable. Work 
itself is a means of taking the mind away from one’s 
problems. 

RING work is started and it is hard work. This 

section of the country is largely engaged in the dairy 
business. Naturally there is a world of work to be done 
the year around, but even that is increased two-fold in 
springtime. 

In one small dairying community we found a shoe 
store enjoying even better business than it did a year 
ago this time. The town is prosperous, its bank resources 
an cooperative creameries in excellent financial condi- 
tion, a radio in nearly every home, automobiles and 
tractors so common that they are no longer discussed, 
and, we hope you will believe us, many a dairy farmer’s 
son owns his own airplane and wouldn't live in the city 
on a bet. For three thousand dollars, on a time pay- 
ment plan, a young man has an airplane and can do all the 
skylarking he wants to because every field is a landing 
place. The boys are so proficient in automobile and 
tractor mechanics that tuning up an airplane is_ the 


easiest thing they can do. 


N! \W we do not want to paint a picture of super 
optimism, but we do want to indicate that the 


country hasn’t gone to the bow-wows. In many miles 





of the Times 


of road travel we saw but three people actually walking 
on the highway, and that was outside of Beloit, and, 
stranger still, the three girl exponents of “‘walk and be 
healthy” were from a shoe family. 

You have never seen such a definite feminine foot fash 
ion in use and in good taste. The idea of ensemble has 
spread to the smaller town, and many a village contains, 
on the average, better dressed and better shod young 
women than can be found on the average in New York 
or Chicago, but we can’t say as much for the men, for 
even on Saturday afternoons and Sunday overalls were 
not dishonorable, and dirty shoes almost universal 
There is nothing wrong with the women’s end of the 


shoe business, but everything’s wrong with the men’s 


VERYWHERE we 
ested not only in their own business but in the gen 
state of 


reached the point where “everybody's business” is every 


found men and women inter- 


eral business. Somehow or other we have 


body's business. The farmer is more appreciative of 
necessity for good industrial conditions if he is to get 
better prices for his products: and certainly after this 
year of farm legislation, industrial centers are eager to 
give the farmer every possible aid toward prosperity 
We have no solution or major deduction to offer as to 
the economic situation in either the farm or in the in- 
dustrial center, but the mood of the people is certainly 
“up and up.” There is work to be done and shoes to be 
sold, 


sixty days will sweep all gloom away. 


and there are hopes everywhere that the next 


Of one thing we are certain: politicians in Washing 
ton will fare badly in the next elections if they don’t 
wind up this tariff mess in time for the farmer to figure 
out what crops he can best plant to make a profit instead 
of a commodity surplus, and so that business can find its 


profit destination. 


yt ap oe 


Editor 











Hilé importance of correct sports- 

wear and the feminine craving for 

new and novel treatment of shoe 
types has caused some anxious moments 
in the lives of our shoe’ designers. 
\Vomen today are more style conscious 
than a year ago. They buy only what is 
new and they demand extreme comfort 
thrown in when sports shoes are chosen. 
Whether for spectator and town wear or 


for the actual playing of the game, ap- 


Styleful Comfort for 


Novel treatments in brogue effects, effective 

use of colors and attainment of comfort are fun- 

damental requirements in this season's sport 
shoes 



































pearance is largely responsible for 
of the shoes. 
important but even perforatior 


Perforations are per 


change their art once a season. 
effects that are featured over wl n 
be made dainty and attractive w 





ball and three dots are used, or e 
and arch design which is remini 
early architecture. 

When the large perforation is ued t 
finished white leather beneath gives ¢ 
shoe an entirely different appear 
do perforations on light back calf le .ther- 
The slot perforation is being 
much of the smart resort footwear, esp 
cially in green, red and brighi blu 
Pumps in  two-toned . combinati 
brown kid and dark brown patent a 
cleverly accented by serrated or saw toot 
edges. 

An advanced fall note is being show 
in some of the important sport sho 
by combining light suede, buck or oo 


Types of shoes 
that outdoor 
women who also 
appreciate the 
importance 
of smartness and 
style will wear 
on the golf course 
this spring «and 
summer 
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Sports 


By 
MADAME HAMILTON 
JEFFRIES 


Fashion Editor 
Boot AND SHOE RECORDER 


with the reddish brown dull 
c The appearance of 
dull calf is somewhat 

like the delustered stockings, 
‘akes on a pearled smoothness which 
ery flattering to the foot. Many 

of the golf ties are featuring a rubber 
cork sole, some having braided 
ther or perforated vamps which 
tilate or allow the foot to breathe. 
[he oval tennis oxford shown for a 

k game is an entirely new thought 
smart sportswear. 
designed to control and support the 
foot in action as well as to express new 
Now it has be- 


This shoe was 


e and clever detail. 
come necessary for creators of fashion- 
ible footwear to study the foot in 
action as well as in repose. 


6 diy leisure woman whose foot 
is soft and whose tendons and 
have not become taut or 
strained, has a certain spread to her 
foot after it has entered the shoe. The 
active woman has demanded so much 
in service from her foot that the 
muscles and tendons have assumed a 


muscles 


certain sturdiness, which neither gives 
nor spreads. Hence the fitting of 
popular volume grades differs slightly 
from the fitting of custom and high 
grade footwear, and therein lies the 
importance of the wood of a shoe. 

Unless the sport shoe is made over 
a last which is designed to take care 
of the displacement and the muscular 
demands of the sports for which the 
shoe was designed, all the patterns and 
treatments of design are next to worth- 
less. 

With the great interest this season 
in sports, both active and spectator, 
correct window displays should bring 
much business into the store. Show 
the shoes that Helen Wills wore, hav- 
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ing a card printed about her success. 
Her picture playing at one of the popu- 
lar watering places and show your 
shoes below. If a photograph of some 
tournament could be properly displayed 
with lights concentrating on the picture 
and another spotlight on your shoe, and 
a small card notation about the correct 
spike worn by the “big leaguers” it 
would create a human interest appeal 
which after all is one of the funda 
mentals of successful advertising. 
During the last two seasons tailored 
sportswear has been very important. 
Everything unnecessary has gone into 
the discard and a most sensible dress 
program is at hand. This desire for 
useful clothes has brought about an 
acceptance of airy types of sport foot- 
wear. Punched hole and perforated 
effects, sandals, braidings and laced 
leathers are all in the fashion picture. 
ven the walking and spectator types 
are lightening up the uppers with all 


types of “breathing” detail. 
The desire to excel has brought 
about a demand for freedom of move 


ment and iighter sport shoes. 


Spectator sports shoes, as 
well as those designed for 
active participation in golf, 
tennis, hiking and the vari- 
ous strenuous outdoor ac- 


tivities, win favor more 

quickly when styled with a 

dash of swank. Brogue 

effects impart this swagger 
touch, 








ABITS—not alone riding habits—have changed 

and disappeared. No longer are riding costumes 

economically beyond the reach of the average 
income. A demand for freedom of body movement sim- 
plified fashion so that now young and old may enjoy, at 
small cost, the thrill of a gallop in unceremonious but 
modish attire. 

Throughout the land riding facilities and schools have 
increased to a large degree, and its growing popularity 
have prompted the architects of our extraordinarily de- 
veloped parkway systems to include miles of charming 
winding bridle paths. 

Riding boots are “high style,” and a thorough under- 
standing of their requirements is essential. The riding 





public is particular—and besides the money loss which 
would ensue from error in choice would add a long- 
remembered dissatisfaction with the boots and the store. 

Smart boots are mighty difficult to make and are very 
little understood, so by all means seek a manufacturer 
skilled in their production, thus avoiding much trouble. 

Select the straight effect leg embracing 
a pitch to the front. The top should be suf- 
ficiently irregular (that is, curving low on 
the inside and high on the outside) so that 
a level line will result when worn. 

Mannish effect ankles for women’s boots 
have established themselves. With the ad- 
vent of the “astride seat’? shaped narrow 
ankles disappeared. 

The leg should not be molded stiff—yet 
it should convey the appearance of being 
so. Let’s say semi-flexible. Squarish mili- 
tary heels of thirteen eights will do nicely, 
although one inch and fourteen eights have 


their advocates. 

When fitting, it is not essential to allow 
extra length as in walking shoes, but care 
to insure ease across the ball of the foot 
should be taken. 

A properly trained boot fitter will present 


This Year of Sports Will 


Show a Greatly Increased 


Demand for Riding Boots 


Riding is one of the most health- 

ful forms of exercise and has 

| greatly increased because of the 

desire of people to take their ex- 

ercise in the great open spaces. 
Also never forget it is socially 

“swank” to ride. J 





Style Now Steps 
into Riding Boots 


36 





~~ 








the boot to foot, held straight (never sidewise) holdin 
the leg in the left and the heel in the right hand. 2 
snug fit at the heel and top is desirable—but room f¢ 
the trouser must be taken into consideration. 

Suggestions to the user: 

Ist—Use of properly fitted trees essential. 

2nd—Air the boots after using, by laying them dow: 

or standing them upside down. 

3rd—Clean tan boots before the wearing. 

If riding boots is a new venture, a stagger method o: 
sizing might work out economically, as five, six, seven it 
one width and half sizes in other. 

The Jodhpur is chosen by many of the more active 
because of its greater latitude of movement and coolness 

Don’t forget America has gone “fresh air”! 

The increase in the riding boot business is not entirely) 
“for riding purposes.” In fact, it might be said the 
biggest part of the business is for army officers, students 
aviators, engineers and civilians. These boots are mad 
in boot sections of factories or in exclusive boot plants 
for it takes a certain skill and experience 
in the cutting, lasting and manufacturing 
to get the best possible fitting lines into 
boots. Most of the lasts and patterns are 
held to traditional lines, but of late there is 
a tendency toward: freedom of pattern. 
There is no particular reason why the rid- 
ing boot should always be the strictly for- 
mal simple riding boot. New leathers are 
coming into riding boots, and don’t tell this 
to “horsey people’—colors and trimmings 
and a wide diversity of finished leathers. 
These may be termed “movie star” riding 
boots that never go near a horse, but there 
you are. Who is to interfere with style 
when it means more pairs sold. 

Most of these novelties are single-pair 





orders, and the usual additional charge is 
$10 for the extra style touch. For cus- 
tomers whose leg and calf requirements 
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may be different from the accepted regulations there are 
special patterns—changing the height of the leg or width 
of the calf at the leg or top. This requires a special 
pattern—the cost of which is usually $10 extra at the 
factory. It is up to the merchant to add his extra cost 
on top of this because of the possibility of error in 
custom fitting. The actual measurements of these boots 
are taken as “on the inside.” Special 
pairs, because of changes in measurement, 


Girl’s: 

Ce PMID ios senaweenedeccus 2% to 7 
Children’s: 

WOME ci oi tbwsnncecoes west we 


The facility of having the stock department to fall 
back on is about the only way for a small store to carry 
riding boots as a service to their community. When a 

store is an all-footwear type of store it 


must be ready to render the service of 





cannot be returned or exchanged at the 
factory and so be rather cautious on such 


specials. 

\Vhen it is necessary to rebuild or re- 
~ndition riding boots, send them back to 
the factory. That is the only place to get 

same last and the same degree of 
rkmanship. The usual charge for new 
ttoms, new counters, dressing and the 
rming of boot legs is $5 at the factory. 





The Jodhpur — for 


ne 


riding boots and with the proper hook-up, 
profit can be made for the service given. 

Owing to the new interest in club and 
society hiking, many costumes are being 
created for vacation wear. News reels, 
and smart monthlys, have given a great 
deal of space this past eight months to 
skiing and skating costumes, and now 
fashion exploits the hiking ensemble, in 


loosely woven tweeds and rough woolens. 


So many stores carry one or two pairs rough riders who Perhaps this season more than any 
riding boots as window display, rely- want freedom and other we will notice women wearing 
, é ; ar 
upon stock orders from factories to coolness — it’s peor specially created tramping togs, because 
» thee nn > dite ete senile very smart an : . big 
ve the customer delivery within a week Ya ” of the popularity and the new desire for 
horsey ; 


ten days. When riding boots are car- 


d in stock at the factory, there is a b= 


health and the great out-of-doors. Winter 


——f 


sports and scout work has made the 





lit of size. For example: 


Ladies’: 
a eee ere 4 to 8 
oii. oa oe euuwntee ee 3 to 8 
CP HEI onccnsesonscheuneer 2% to 8 
In AA’s or closer fits—special order. 
Men’s: 
ER ee eee ee 7 toll 
nities Gian ary bo sadn’ a-e 6 toll 
a rere 5 to ll 
All other widths special order. 
Boys’: 
8 ere ae 
Youths’: 
ee IN? oxy cue clie saad bison 12% to 2 
~~ & 


The International Polo 
Cup contest will be held 
in America in 1930 and 
that event alone is always 
a great stimulant to horse- 
back riding within the 


year. 


The list of sporting 
events at race tracks 
shows more American 
derby events scheduled 
for 1930 than ever be- 


tore. 


Riding schools are on the increase and turf events, 
horse shows and hunts are now being scheduled. 
It is, indeed, a great year for horse folk. 
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American public realize the necessity of 
sunshine and air, hence we anticipate a big tramping 
season. 

3ecause of the molded and feminine clothes bemg 
worn this season, clothing for tramping will be especially 
created. The belted coat, the loose shirt and silk scarf, 
and the trouser with a belted waist line and patch pocket 
are anticipated. The skirt when worn will be circular in 
cut and will have much of the appearance of a divided 
riding skirt with the breeches worn underneath. 

Riding is no longer a sport that is confined to the 


wealthy, leisure class and with its popularization comes 


the opportunity for real volume in riding boots 














Splash Spring 
Colors in your 
opening - season 
displays — light 
freens, pinks, 
yellows and no 


dull shades 


Make Your Windows 
Sing of Sp 


























The 
Casino 
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PRING is window shopping season. 

Folks who have hibernated in steam- 

heated houses like to get outdoors. 
They roam leisurely through sunny streets 
and gaze into shop windows. Good windows 
attract. Dull, dark, carelessly trimmed win- 
dows repel. This is the time of year to 
spruce up, window-wise. If your windows 
lack eye-appeal, how can you expect people to 
come into your store? 

It’s the first impression that counts. Your 
windows are the front line trenches of your 
selling campaign. Through them you hold 
the business you have won and from them you 
vo over the top to win more business from 
your competitors. Not from your shoe com- 
petitors only, but from all of the shops, selling 
all sorts of merchandise, that are clamoring 
for a share of popular favor. 

Money spent in springtime to build 
more attractive windows pays double 
dividends. But it isn’t a question mere- 
ly of spending money. It is also a 
question of careful thought and plan- 
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ringtime 
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Follow 

the arrow 
to the 
heart of 
the window 
ideas. 




















Eyes Travel Quickly in Window Shopping 


Every detail 
hits the cus- 
tomer’s eye, so 
decorate with 


care 
A set of 


steps is 
“ 7 ; E best in any 

| oe oe square-box 
window—leading 
the eye from 
elevation to 
elevation 























ning and minute painstaking attention to details. 

There is a certain shoe store in a medium sized 
city, located on a main business thoroughfare and sell 
ing men's shoes, that attributes its success almost 
entirely to window displays. This store assigns on 
particular salesman to look after its windows. He 
sells shoes, of course, but the windows are his re 





sponsibility. It’s interesting to observe the way he 
cares for them. No minor detail escapes his clos¢ 
attention. He never hurries when he’s putting in a 
window display. It isn’t a slap-dash job, any way 


to get through with it. He spends a quarter of an 








hour sometimes, playing with a single shoe, trying to 





get it placed in just the position he wants. He tries 
this way and that and isn’t satisfied until it is just so. 
This man has made a study of how to get attention 





amost) cm— 3a) 











through windows. If he were grooming a string of 








horses for a race he couldn’t give them more indi- 











vidual attention than he gives these shoes. Every 
one is polished until it registers perfection. 





Some men have a natural bent in this direction; 
others never acquire it. Pick the right man for your 
window displays and give him an opportunity to do 
a real job. He can sell a dozen pairs through the 
windows in the time it would take to sell one pair 
in the store. 
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An Index of Progress 


Ile advertising page is a good index in the path 

and progress of industry. Advertising is a great 
instrument of distribution. To teach the merchant and 
the public the desire and use of more goods is best 
done through the printed page, because the eye inter- 
prets and remembers human wants. 

On Wednesday of this week the Chicago Tribune 
comes out with a full page, saying: “Our contribution 
to the return of prosperity is more readers for the ad- 
vertisers. Three weeks ago we increased our Sunday 
circulation by more than 40,000. We have taken steps 
to increase our daily circulation.” We of the Boor 
AND SHOE REcorRDER have done precisely. that in mer- 
chant-reader increases. More merchants are reading 
the Recorper than ever before. 

The tremendous increase in the number of readers 
has made more effective the editorial and advertising 
messages to our trade. The great and lasting value of 
the printed page is that it mirrors truth and multiplies 
ideas, wants and merchandising—also profits and pres- 
tige. The time to advertise is now, to make more 
contacts than you have ever made before through the 
store, through the factory, and through the wide world 
of consumers. 

George Eastman, of Kodak fame, writes: “During 
the fifty years that the Eastman Kodak Company has 
heen in business there have been several times when, 
at the outset of one of these years we have faced what 
seemed to be an abnormally bad condition in general 


business. On these occasions the question of retrench- 
ment in our advertising has naturally come up for dis- 
cussion. Our decision in each case has been: ‘Spend a 
little more money and do a lot more hard work.’ 


“T am not at all sure that there is a depression fa 
us; but to be on the safe side, the Eastman Ko 
Company is taking the same attitude that it did in 1°09 
and in 1914. 

“And just as advertising has played such a vital | 
in the expansion of the business of the Eastman Kor 
Company, so we believe it to be a most powerful force 
in the building of our many great American industrivs, 
in the wide diffusion and maintenance of our natioiial 
prosperity.” 

This is the right sort of message to increase the dis- 
tribution of a product. Most all goods of human use 
today have values commensurate with the price ask« 
Perhaps the one instrument that makes one stor 
goods more wanted than another, one factory’s shovs 
more salable than another, is the quality and servi 
emphasized and re-emphasized through advertisin 
You have got to bring your goods before the attenti 
of a greater number of merchants if you are a mani 
facturer, and a greater number of consumers if you a1 
a retail merchant. Just holding your own isn’t enoug 
this year. You've just got to contact more people, an'| 
advertising does that best. 


le Ab 


Beware of the Boomerang 


HERE are many boomerangs in shoe sales prom: 

tion. For example—one concern came out wit 
an advertisement: “What this country needs is a les 
than $6 shoe—$5.94.” The week following that, i 
exactly the same space and almost precisely the sam 
advertising set-up, another house comes out and says 
“We agree that what this country needs is a less tha: 
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$6 shoe but by less than $6 we mean $5.” . And so the 
battle goes. One organization trying to outsmart an- 
other. 

. good advertising theme filled with ideas and fairly 
original no sooner is published but it is immediately 
imitated. The battle of comparisons of values is on 
with a vengeance. One store says: “The original (this 
is a copy) has sold around town at $18.50 to poor girls 
who don’t know it is smart to be thrifty—$5.94.” There 
is an attempt to convey the idea that there is not a 
grcat deal of difference between one shoe at $18.50 and 
another at less than $6. But there is more to a shoe 


than just imitation of its pattern. We have yet to see 





visions. in fact, the word “quality” as we use it is not 
entirely accurate because a well-balanced shoe at $3 
may have a quality standard at that price, but you know 
what we mean. 

There is far too much of the skill of word mixing in 
shoe trade advertising—the only safe test being what 
does the public understand to be the intent of the ad. 


A, A, ar, 


Competition to Serve Best 















values successfully copied with that span of price be- + IMPETITION is the very life of business. It 


t en. 


that is about all that can be said for comparison. 
\nother very unsatisfactory battleground for adver- 


tiiing copy is the term 
We would 


like to get from some man 


nch-made.”’ 
wio has the ability to 
create graphic phrases a 
new and better terminology 
o| the trade on these two 
points — “bench-made” and 

ind-turn.” There is a 
difference between ‘“hand- 
turn” and “hand-turned” 
| it is greater than the 
uidition of just “ed.” In 
ie—hand craftsmanship— 


the other one—machine 
raftsmanship. 


We know of no industry 
that has within it so many 
little twists that span the 
“quality” and “volume” di- 


It is true that both shoes cover the feet but 


a lower cost. 





























—God News— 


“We do not want any quarter sizes 
in shoes. There is nothing to be 
gained by this quarter size foolish- 
ness and if we are foolish enough to 
fall in line with and try to carry 
quarter sizes there is much to be lost. 
Why do children want to play with 
matches? 

“One more question. Why do shoe 
lasts continue to shorten and widen 
for number? I have been selling 
shoes on the floor for twenty years 
and the women who wore size 7A 
fifteen years ago are now wearing 
I1OAAAAA, Their feet have not 
changed, or at least very little. 

“We feel that the Boot and Shoe 
Recorder is the greatest single con- 
structive force in the industry so we 
state this for your consideration.” 


CHAS. WEIFORD, 


Weiford-Cloud, Chariton, Iowa. 


* * * 


When merchants meet problems they 
turn instinctively to Boot AND SHOE 
RECORDER for information and guidance. 
Here’s an interesting subject for inquiry 
and investigation. Why do customers 
apparently require longer and narrower 
shoes than formerly? Are lasts shorter 
or feet longer? What is the experience 
of other merchants? What, if anything, 
should be done about it? The Recorver 
gladly offers its service as a clearing 
house of information on this or any 
other problem. 


_ 
St: ( interne 


President. 


has been competition which in the past has forced 
our industries to produce better and better goods at 


Competition makes for steady progress. 


It has been fair conipeti- 
tion which has_ brought 
forth the great inventions, 

It will still be competition 
which will force industrial 
America to strive for per- 
fection. 

But the competition 
which is being forced by 
other countries must be so 
controlled by governmental 
action that in the main the 
same class of goods laid 
down in this country will 
compare favorably in price 
with American-made goods. 
This can only be accom- 
plished by a true protec- 


tive tariff. 
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Quarter Million Order for Shoes 


Big Purchase by New York Store from 
Philadelphia Manufacturer Reflects Grow- 


REPORT widely circu- 
lated in the New York 
trade this week to the 
effect that a well-known Fifth 
Avenue retail establishment had 
placed an order with an equally 
prominent Philadelphia manu- 
facturer for women’s shoes to 
the amount of nearly $250,000 
gave further indication that a 
feeling of renewed confidence is 
steadily gaining ground among 
retail merchants, and that they 
are looking forward to further 
improvement in business with 
the advance of the spring sea- 
son. 

The report was verified upon 
investigation by Boot AND SHOE 
RECORDER, although request was 
made that the names of the 
principals be withheld. This is 
said to be one of the largest 
single orders from a single re- 
tail establishment to a manu fac- 
turer on record. It tends to corroborate reports from 
other retail centers to the effect that merchandise man- 
agers and buyers are becoming convinced that the time 
has arrived when they must anticipate an increased con- 
sumer demand by placing orders to cover their needs for 
the late spring and early summer. 

Back of this changed attitude on the part of the buyers 
lie a number of important factors, including reports of 
improved conditions of employment and better outlook 
in a number of basic industries, particularly the building 
trades. The stock market also reflects the feeling that 
definite improvement in business is on the way, last 
week’s turnover on the New York Exchange being the 
largest since the break in October and November. The 
normal increase in consumer demand for shoes and 
other articles of apparel under the seasonal influence of 
warmer weather, Easter buying, etc., are likewise fac- 
tors whose importance cannot be overlooked. 

Already retail business in many cities is responding 
to these influences and more definite improvement is 
anticipated as the season advances. 

The New York Times of Sunday, March 23, quotes 
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ing Confidence in Retail Trade Future 








a résume of the market rep 
of the Merchandise and R 
search Bureau prepared es] 
cially for the Times as refle 
ing improved retail turnove 
with increasing confidence 
the part of merchants that t 
next few weeks will  brin 
further improvement, due 
consumer pre-Easter purchasi 
With reference to the pr 
pects for the Summer seas 
the 7imes quotes from this 1 
“More tha 
ever this year the Summer s« 


port as follows: 


son, if properly merchandise: 
should prove a business gett 

sy the first of May it is thoug! 
the business upturn will be mo: 
apparent than it is today, an 
that the program of business «« 
velopment sponsored by th 
large industries throughout th: 
country will begin to show it 
effect on the purchasing powe: 
of the American public.” 

An important factor in connection with the genera 
business situation is the improvement of commodity 
prices, particularly in the case ‘of farm products. A: 
upturn in cotton prices is said to have had an immediat: 
effect in stimulating wholesale dry goods buying, ai 
the improved position of grain and other farm staples ha: 
been a stimulating influence. 

The easing of money rates has probably contribute: 
as much as any other one thing to the improvement oi} 
business sentiment all along the line. Retail trade in th 
New York area is reported to be gaining slowly, and 
merchants are now on the threshold of the season that 
normally brings a decided increase. 

While shoe production figures for January showed a 
decline from the January figure of a year ago, it should 
be borne in mind in this connection that 1929 was a 
record year in shoe production and that under thes« 
circumstances a moderate decline should cause no sur 
prise. On the other hand, January production figures 


showed substantially the normal pick-up as compared 
with December. 
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UDYARD KIPLING 
preached the world’s great- 
~ est merchandising sermon 


in the following four lines: 





“Ik six honest serving men; 
T! taught me all I knew; 
Their names are WHAT and WHY 
| WHEN, 
WHERE and HOW and 
HO.” 


Educational Director, 


2s} A Shoe Store Declares a Cash 
Dividend 


By ERNEST A. BURRILL 


National Shoe 








DIVISION OF SALES 
AND GROSS MARGIN 


6 Mos 
TOTAL MENS WOMENS MISC 


sues ‘30894 4798 °29 144 *5952 


ween 17,430 2016 13289 2.125 


Retailers Association 





supporting salary, but there were 


no dividends. 
In this presentation the effort 
will be to demonstrate four points : 
First—What he did. 
Second—What he found out 


Third—What was the result 
Fourth—What was the lesson 


Under the guidance of the Edu 


cational Department of the N. S 


437% 4?. 455 356 R. A., and the Merchandising 


Bureau of the “Shoes Mark the 







[ss than a year ago a shoe 
merchant in the Middle West 
fourid himself in the following EYPENSE 11968 Man” campaign, two simple sys- 
tems were established, one for sales 







condition: His stock inventoried % 30 





$48,000; his annual sales were a analysis, and another unit for con 


littl: over $80,000. It was a good r C462 


store, clean, well advertised, but 





trol. This merchant agreed to “fol 






low through.” After the system was 
137 5 ) installed this merchant was _ told 
these two things—‘‘Your sickness 






something was lacking. For years eifent 





the store had made a profit, but this 
profit continually piled up on the 
shelves in overstock. 

The store was equipped with well-handled, double- pair for every three you sell. If you will do this I will 
entry books. They served no better purpose than to guarantee to pay every cent you owe, and deliver $5,000 






is merchandise indigestion. You 





must diet. For the next ten months you may buy one 







help him compute his income tax. There was no divi- in bonds.” 
sion of sales, no daily reckoning of gross profit, no unit These statements astonished the merchant. ‘The 






control and no budget. The proprietor drew a home- process seemed so simple. And he was hungry for that 











’ #10,000. OVER BUYING 


4 3-0) 


*10,000.0VER STOCK 


ase 134 568 

were * d0e1O4, 

vy. Dem = 66.177. 
pA at (musics 99 464 

Bs - 44313, 
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* WoMENS TURNOVER 
WOMEN ain’ 


LOW TOTAL 
vias HEEL 
reel 


vz 7 (392 30438 


war! 


J 4 


" TWO ACTUAL CASES 
A POOR TURNOVER 


mens |LOV6 5/8 
womens 4978 2168 
misc. 4993 218] 
tora. I1047 4867 


A GOOD TURNOVER 


ON HAND 6MOSSALES TURNOVER 


mens =6 JO] 856 


msc. 2406 3510 1.4 
tom. 5770 7241 13 








$5,000 dividend. Pages could be written of the sta 
things which came from the establishment of these < 
records. 
Here are some of the things he found out: 
Discovery No. 1. 


departments he found that his men’s business w 


By classifying his sales in 


per cent of the total; his women’s business 73 pe1 
his miscellaneous sales 15 per cent. 

Discovery No. 2. His perpetual inventory, ac 
and subtracted from daily, showed that his stock 
climbing, because of so many orders, for which | 
committed himself previously. 

Discovery No. 3. The pair figures showed a mis 
turnover. His stock was divided into nine (9) fai 
The rate of turnover for six months varied fro 
on men’s boots, to 0.8 on women’s medium heel 
His entire stock in pairs showed a 0.4 turnover { 
months, or at the ridiculous rate of 0.8 for the 

Discovery No. 4. Contrasting his poor turnove: 
an actual example of a good turnover made this 
chant mad. “Is that fellow that much smarter t 
am,” said he, and it was at this point that the 
knew this merchant would conquer the situatior 
certainly sunk in deep to see such a contrast. 

Discovery No. 5. Going back to his last yea 
ventory he found that he had too many types of slv 
menagerie rather than a shoe store. The total cou 
open lines, not considering odds and ends, was 
Total pairs 4,767, only 57 types showed over 30 
to a line, 64 lines showed less than 10 pairs. Right 
came a new budget and resolution that he woul 
his types of shoes from over 200 to 150 or less. 

Discovery No. 6. This period of fact-discoy 
soon developed into budgeting. One of the w 
wisest remarks came from the lips of a Greek 
osopher who said: “Where there is no vision the p 
perish.” The first step toward accomplishment oi} 
plan is to clearly visualize the objective. System re: 
the past. It is merely history. Inventory reve 
present condition. And a budget is 
“third dimension” in merchandising. 
the planned action, the vision, the goal. 
most result-getting “Figure Picture” in 
entire experience was the budget from 
1 to Jan. 1, by which figures the stock 
to be reduced from $48,000 to $40,000, 


could only be accomplished by restrictin; 
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purchases to $4,600, and maintaining a sales outlet at 
cost of $12,600, or in other words, buying one pair for 
every three pairs sold. 

Dis very No. 7. In order to check any fever ten- 
dencies a second budget was set up for merchandise 
arrivals between Jan. 1 and Mar. 1. 

Discovery No. 8. It was only natural at this point 
that the merchant became a little confused with so many 
figures, but there is no other way to work out a budget 
of tl ort than to carry right through with definite limi- 
tatiol ind with definite objectives. “Now then,” he 
said, “with all these figures, if they don’t work out, 
where do I get that $5,000 in bonds?” 
get it right out of that stock reduction of 


$10,000. You owe only $3,000 in total. If you liquidate 
$104 in stock, you can pay off that $3,000 and still 
have =7,000 more cash balance. You have been making 
a gol ‘paper profit’ all these years, but it is just piling 
up or your shelves. You have been getting your salary 
out o! the business and that’s all. Now, then, you are 
fortificd with some definite figures. If you can show the 
courave to throw away your lead pencil and order book 
for se five months, and hold yourself to this budget, 


‘you will find yourself with ample cash to buy that $5,000 

in bonds. Below is the last set of figures I shall leave 
with vou. It reflects the difference between your finan- 
cial statement today and the statement you will show on 
Mar. 1, even though you may not make a penny of net 
profit meanwhile.” 





CHART 12 
Statement Statement 
Today March 1 
OE ata ater Mai ot $48,000 $38,000 
PRE cca nawrk eee eee ee an 4,000 4,000 
POE pacndcbeuiaanwnnoda 1,000 8,000 
| en $53,000 $50,000 
Ge cidaca oe cneueeekens - iar 
ae $50,000 $50,000 


So the writer left the merchant 
with his figures, his budgets and 
with his great hope that here was 
pointed out the way for him to 
make money so that he could invest 
it. 

Now, what was the result of all 
this mass of figures, which I fear 
is confusing to some of you. This 
can best be told in the merchant's 


[TURN TO PAGE 8&8, PLEASE| 





Boot «Np SHOE RECORDER 
ng THE SHOE RerTaliLer, March 29, 1930 





















































A 


HERE was no doubt that both Billy and Mor- 
land were embarrassed when they met in Jethro 
Blunt’s office that morning early in March. Mor- 
land gave a queer, crooked smile as he walked up to 
silly and held out his hand, saying as he did so: 
“T sure never expected to see you here this morning, 
Rogers. However, I’m glad to see you again.”’ 


“And I’m glad to see you, Mr. Morland,” was Billy's 
commonplace reply. Then there was an awkward pause, 
which was finally broken by Billy saying: 

“I—I’m awfully sorry your health has been bad lately, 
Mr. Morland. Hope you will soon feel bettter. I—er 
I suppose that is what decided you to sell the business.” 

Morland looked at Billy through narrow lids. Then 
he said abruptly: “Let’s sit down, Rogers. And we 
needn’t kid each other. You know that my store’s been 
losing ground, and I’m too old to get onto these new 
stunts which you young fellows seem to have. I want 
to sell because I’m tired of the game. I'll be frank and 
say that I’d sooner sell to some one else than you. We 
tried to get together some two years ago; about that, 
I think. We couldn’t manage it then and I don’t know 
that we can manage it now. I haven't got to sell, you 
know, and I’m, not giving the business away—not for 
Blunt nor anybody else. Now, if you want to talk 
turkey on that basis, I'll listen to what you’ve got to 
say.” 


ILLY flushed angrily at the obvious dislike in Mor- 

land’s tones. He thought of June’s plea that he be 
kindly to the old chap. Blunt, too. He had hard work not 
to laugh. However, he knew that there was nothing to 
be gained by losing his temper, so he swallowed hard, 
and with a rather sickly attempt at a smile, said: 

“I’m sorry you feel that way about it, Mr. Morland. 
Yet, after all, there is really no reason for it. You gave 
me a price for the business which I figured was too 
much. And I still feel I was right. I then went ahead 
and opened a store for myself.” 

“Yeah. And made a dead set at me because I wouldn’t 
give you my business.” 

“Mr. Morland’—Billy leaned forward earnestly— 
“that is not true. You really have done me an injus- 
tice. I’ve tried in every way to be friendly, but you 
made it difficult. However, why talk about it? If you 
want to sell, I will give you a fair price. 

Morland’s face was red. He brushed Billy’s words 
aside and continued: “You'll admit you got your man 
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Billy Rogers—Shoe Merch 


By HAROLD WHITEHEAD 


& 








A \ rT 


Jacks to pick a row with my brother-in-law, Feath« 
And got the newspaper not to take my advertisem | 
And you were always sending your men to spy on 
store, to see what I was doing.” 

Billy felt quite calm at this tirade. He did not 1 





stand why, but somehow he was unruffled at the 
charges made against him. His only thought was, 
is a hell of a way to start in dickering about a busi: 
As soon as Morland had finished, Billy began soft 
“Mr. Morland, I am really glad we met t 
Whether we can do business or not is of secondar , 
portance if I can get that wrong idea out of your 
Be fair to yourself and to me. You know Jacks. 
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a fine old chap, but a regular fire-eater. But he’s white, 


you'll have to admit that. And he resigned after he 
I do not know that I blame 


him for what he did, for Featherfew sure acted stupid 


realized what he had done. 


to pick a quarrel with him.” 

\lorland looked a bit worried, but all he said was, 
7 on.” 
- \ LL right. As for getting the paper to refuse your 
4 Lads, you give me credit for more than anyone in 


the town could do. I know that some copy was refused. 


sat I don’t know why. You do, and I guess that if you 
showed it to any fair-minded outsider he would agree 
My hunch is that it 
a good thing for you that your copy was turned 


f it Was wrong in some way. 


wn. I don’t want to appear fault-finding, Mr. Mor- 
land. 
re about business. 


You are a much older man than I and know 
Sut you asked me to talk about 
Honest, Mr. Morland, do you really feel that I had 


ything to do with your row with the paper ?” 


“Perhaps not. But if you had never started I should 


ver have had trouble with the Courier.’ Morland 


imbled ungraciously. 

You don’t mean 
say that I did wrong in starting in business,” 
claimed. 


“For the love o’ Pete, Mr. Morland. 


silly 


Vexed though he was, Morland knew he had talked 
oolishly, so growled. “Guess it’s 


. free country, Rogers.” 

“One more charge you made 
against me. You say I spied on 
your store. 


question 


Will you answer me a ; 
before I answer that ware 


















“Do you check up all competitive shoe ads in the papers! 


The presence of Billy and 
Morland created a 
sensation among the hab- 
of Felkington’s 
faurant. 





charge?’ Morland nodded his head, so Billy went on. 


“Of course, but what’s that got to do with it?” 

“And do you check up what is displayed in the win- 
dows ?” 

“No sir ! 


| don’t go out of my way to study what a competitor 


If I pass a store, of course I look at it, but 


is showing.” 

“Then, Mr. Morland, that’s where you and I think 
differently. I want to know what my competitors are 
doing and to see if the shoes they show are like those 
they advertise. I also like to see if a certain advertise- 
ment used by a competitor is pulling business. That 1s 
what all department stores do and what every successful 
retailer has to do. I don’t do it to spy, as you put it, 
but I do want to keep posted on what’s doing in the 
shoe trade so that I can plan to meet competition and 
perhaps find some way of attracting trade that my com- 
petitors have not got on to. [or instance when we 
started our Teddy Bear stunt, featuring children’s shoes, 
we did it because we felt that no one in [‘retton was 
really covering the market. We checked up ever so 
carefully first. It took us weeks to prepare for that new 
method of attracting business. But we would never have 
known what to do if we had not studied what our com- 
petitors were doing. Do you follow me, Mr. Morland,” 


[TURN TO PAGE 92, PLEASE] 
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Starting April 12 


small 


res- A remarkable new feature 


by Harold Whitehead 


THEN aa retail shoe merchant neg- 
lects his business—when he becomes 
careless and inefficient, who pays? 

Has the retailer a responsibility in his 
business relations above and beyond the 
legal obligations of honesty and square 
dealing? 

Do the complicated relationships of 
modern business place a moral obligation 


on merchants to be successful as well 
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honest? 

If you fail to make a decent profit, are 
you doing an injustice to the manufac- 
turers and wholesalers whose products 
you sell, as well as to yourself? 

Here’s a new field of investigation, 
which Boor AND SHOE Recorper, dur- 
ing the coming weeks, will explore in a 
novel and boldly original fashion. Har- 
old Whitehead, author of Billy Rogers 
and writer on business subjects, presents 
the facts in a series of features so novel 
and different that they cannot fail to ar- 
rest the attention and command the in- 
terest of RECORDER readers. 

Watch for this new series, to start in 
the RECORDER immediately following the 
completion of “Billy Rogers.” 









Store Planned to Please Men 


How Davis Shoe Co. of Los 
Angeles Utilized Original Id 
of Layout and Construction 


Provide an Appropriate / 
mosphere for Selling Men’s Sh« 


i dew Davis Shoe Co. of Los Ang 
which has just moved into its 1 
home at 647 South Hill Street, has « 


ployed several new features in consti 


‘a q 5 
a gt 
ee 8 


s 
2 


tion which make the store unique. 
instance, the exceptionally deep wind: 
with background of Travertine and hi 
ly polished dark mahogany floors. 


increasing the depth of the windows 





large roomy lobby is gained. In 


oa 
ttt 
Bata: 


ocealllt 
iL CLV ELA 


entry, plenty of space is provided 


those desiring to see the shoes being ( 


“at 
Mb hii. 


egies ' 
Sum 
PECAN 
mt 


played, and they may do so at their | 


Be 
Hii 


ure without fear of being jostled 


E/ 


crowded around by the throngs passi 


ee 


/ 


up and down the street. 
The entrance proper consists of t 


[TURN TO PAGE 88, PLEAS 
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.Lou can 
sell these 


™, a ra 

9547—Pat« Silver Underlay, Center Buckle Beach 7 The 
Sandal, Flexible Compo Sole, Open Shank, 14/8 : 2 
‘overed B Heel, 314 Last 
Cover o 8A, 3 to 8B, 2'% to 8C 9542 Baby Mat Calf, Patent Trim, Front Strap, 

Price, $3.15 Flexible Compo Sole, 21/8 Covered Spike Heet, 821 
9546—Sar Beige Clair Kid, Purple Under- Last 

$3.35 4to 8A 3 to 8B 2'y to SC 


















Jade Green Kid, Pink Under- 


9545—Sa 
las , .85 9524—Same in Beige Clair Kid with Suntan Kid 
9548—Sar n Baby Mat Calf, Patent Trim. . $3.35 Trim. 
White Side, White Trim. $3.15 


9549— Sar 





constructed 
shoes for.. 


















9539—Patent Side Buckle One Strap. Punched Vamp 9538—Patent Front Strap, Flexible Compo Sole, 
218 Covered Spike Heel, 921 Last 


and Quarter, Flexible Compo Sole, 14/8 Covered 
Box Heel. 314 Last. ‘ d Soike Heel, 921 Last. 
Price, $3.00 


4 to 8A, 3 to 8B, 244 to 8 
Price, $3.00 9518—Same in Cardinal Red Kid, Price $3.85 


Se Seins in Betge Clair Kid, Price... 83.38 HINK of it! By stocking this 

entire group of COMPO CON- 
STRUCTED shoes you can offer 
to your customers the best $5 
patterns they will see this sea- 
son. Profit possibilities in this 
special line are unusually high— 
the patterns alone assuring rapid 
turnover. 

The Hamilton-Brown line of Com- 
po processed footwear is _tackless, 
stitchless, stapleless. Insoles and out- 
soles are flexible, soles cannot come 


















off. They hold their shape and give 9543— Black Brocaded Satin Opera Pump, Fexible Compo 
. , : . ° Sole, 21,8 Covered Spike Heel, 821 Last 
9541—Mat Lunar Kid Regent Pump, Flexible Compo Sole, the protection of a welt with the com- ito 8A. 3 to BB, 2ly to BE 
15/8 Covered Box Heel, 315 Last. “3B sB: u Price, $2. 
; 4 to 8A, 3 to 8B, 2% to 8C fort and flexibility of a turn. No chan- eititties wie tale On a nd l 
Prine Pe Same 1 vere mi 
Price, $3.38 nels in soles means longer wear. 






Completed on the original last, they 
permanently hold the shape of the last. 
Call your Hamilton-Brown eer 
ARCHMEDIC man at once. Let him show you ee ee 
HEALTH this outstanding group selected ponnnontaiad 
SHOE : wh eat. Ae SHOE 
for you by merchandising ex- 
perts, orsend us yourorderdirect. 


IN STOCK NOW 



















r 
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9035—Beige Clair Kid, Suntan Kid Trim, Center Core 
Pump, Flexible Compo Sole, Beige Clair and Suntan Kid 


Bow, 15/8 Covered Baby Louis Heel, Corrective Spring Steel 










9034—Beige Clai. Kid, Suntan Trim, Center Buckle One 
Arch Support, 214 Last. 






ble Compo Sole, 14/8 Covered Box Heel, Cor- 
‘pring Steel Arch Support, 214 Last. 4% to 8AA, 3 to 8B, 24 to8C & D $3.35 
,] 3 to 8B. 2% to 8C. 24 to8D.... $3.35 ESTABLISHED 1672 8% to 9AA, 814 to 9B, 84 to 9C & D $3.85 
8! to9AA, 814 to 9B, 814 to 9C, 8% to 9D . $3.85 9010—Same in Brown Kid, Brown Suede Trim, Gilt and 






Brown Enamel Buckle. 
4% to BAA, 3 wo 8B, 24% to 8C & D $3.60 
8% .0 9AA,B,C,D.. $4.10 
9011—Same in Dull Black Kid, Black Suede Trim. Nickle 
and Black Enamel Buckle. 

$3.45 


o 
| ] ) Nn r Nn 4% wo BAA, 3 to 8B, 244 to 8C & D 
a 1 O = OW Oe O 8% to 9AA, B, C, D $3.95 
e 9012-——Same in Patent, Black Suede Trim, Nickle and Black 


Enamel! Buckle. 
4% to 8AA, 3 to 8B, 2% to 8C & D $3.35 


St. Louis Boston 416 to BAA. 3 10 8B. pas 
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eff IN PROCESS _ 


The Strand ALWAYS .. . IN STOCK 


A hand-woven sport oxford 

The upper is white veal with trim 
of black calf. 

Leather sole and leather heel. 
Calf lining. Heavy flexible cork 
bor. Leather counter. Sussex Last 
$4.50. 
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The In-Process System was de- 
veloped by us in 1923. In-Process 
means that shoes are constantly 
in the process of manufacture 
for our Stock Department right 
up to the end of your retail 
season. 


~ oN This system enables you to 
= = ere “SN buy a small run of sizes at the 

a itl ™ beginning of the season and or- 
der sizes as you need them. 
We carry a complete stock, 
thereby eliminating any gamble 
on your part. 


Buying your shoes the In-Proc- 
ess way will enable you to do 
more business on less capital. 
Your turnover is increased and 
you are not left with a lot of 
broken sizes to dispose of at the 
end of the season. 


Write for our catalog illustrat- Ever 
Z ing 76 In-Process styles for men those 

—_—oEE and boys. _— their 
made 


¢ « CHARLES A. EATON COMPANY es) 


BROCKTON .- - - - MASS. 
Our Crawford In-Process ene is cial inthe U.S. Patent Office 


In stock now. 


Sizes: C width, 6 to 11 
D width, 6 to 11 
















































Char 
“N 

stay 

she 
IMPORTED cen 
whic 
tume 
ENGLISH BOOTS via 
retai 
IN STOCK ~ 

Boots made by England’s _ 
Finest Bootmakers. Whe 
natel 
The largest stock and va- a 
riety of imported Riding, i 
Field, Aviation, Jodhpur — 

. . t 

boots and riding acces- a 
sories in the United States _ 
for IMMEDIATE SHIP- or tl 
MENTS. ion 
reali 
Women's $10.50 per pair up not 
eee HUMPTY-DUMPTY |] = 
so in stock a + tudi 
424 South Broadway Shoes For Children om 
Los Angeles, California e ing « 

Have that fine upstanding value and service that make hav 
for customer satisfaction. Refinement of pattern and ve 
workmanship have given them the eye appeal that makes Earl 
for easy selling. Striking sales helps bring in the children. ing, 
f Sonmpaney “ A card of inquiry will bring you the story in detail. selli 
COLT-CROMWELL CO., Inc. WILLITS SHOE CO. 
Established 1899 
1239 Broadway New York, N. Y. HALIFAX. PA. 
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The Bedford 


Every store numbers among its clientele 
those who desire certain refinements in 
their purchases. The Gaytees Bedford 
made in the popular covert cloth has a 
quiet tailored smartness that is appre- 
ciated by the more conservative type of 
woman. 


From Paris 


Chantal writes: 

“No more need an elegant woman 
stay indoors in rainy weather because 
she refuses to disfigure her feet in 
clumsy galoshes. Neatly shod in Gaytees 
which harmonize with her stylish cos- 
tume, she wears the happy look of one 
who has solved the difficult problem: to 
retain her chic in bad weather. 


“Therefore we think that with Gaytees 
another important feature in ladies’ 
fashion has come to light.” 


What Chantal says is true, but unfortu- 
nately, all retailers have not availed 
themselves of allowing their customers 
the opportunity of feeling this way. One 
large department store, last year, in spite 
of the fact that customers asked for 
them, did not have any stock of Gaytees 
until well into November. 


Snow-storm buying does not allow wo- 
men the opportunity of getting the fit 
or the color which they need to make this 
accessory to their ensemble correct. 
American women are coming to the 
realization more and more that they do 
not have to accept just any fit, just any 
color. They can get smart protection 
footwear from the merchant who has 
studied their needs. Many retailers have 
realized this and are suggesting the buy- 
ing of protective foot covering when they 
have their full showing of leather shoes. 
Early selling of this type is smart sell- 
ing, is profitable selling, is good-will 
selling. 





Tom Harding 


United States @ Rubber Company 





Each year the large stores in this coun- 
try send their buyers to Paris to obtain 
the latest style ideas and thoughts from 
Parisian style authorities. One of the best 
known of these stylists is Ducerf-Scavini 
the great shoe designer whose picture is 
shown above. Ducerf-Scavini is one of 
the group of Parisians cooperating with 
United States Rubber Company in the 
development of their protective footwear 
line . . . Gaytees. In displaying Gaytees 
to your patrons you are assured of the 
type of authentic styling which emanates 
only from such sources. 





Fabric Twists 


“Tweeds, as you know, represent more 
than 50% of the coat and suit trade. 
We, therefore, have had their colors 
blended into cotton jerseys known as 
mock twists. Gaytees of this material 
can be worn as a harmonizing note with 
tweeds or as a contrast with plain colors. 
The patterns are subdued but simulate 
the tweed designs extremely well. The 
quality of the material is unquestioned 
and very practical for galoshes.” 

This is just a paragraph taken from our 
Fashion Department’s report on fabrics 
and colors for the fall of 1930. Ask 
the Gaytees salesman to discuss these 
things with you in detail. We are doing 
everything in designing and planning 
Gaytees to assist you in being sure that 
your purchases for 1930 are correct. 





The Avalon 


This attractive Gaytees model with its side 
fastening gives not only an unusual appearance 
in an all-rubber foot covering, but also gives 
the snug fit which is so essential. Its dainty 
lines and color blendings assure you a harmony 
for your customers’ fall costumes. 


The bare statement that a line is stylish is not enough. 


You must have an authentic reason why it is stylish. 
the leading French Designers . . . . have in fact been accepted for display in their salons. 
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Gaytees have met with the approval of 
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Brushes 


Ke male shoe customer 
is a prospective customer 
for a brush and dauber ... 
Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
Feature Repco Brushes 
and Daubers and in- 
crease your profits. 


For Sale by 
Shoe Findings Dealers 

















United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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DURABILITY 
AND 
Nn INCREASED PROFITS 








With the arrival of Spring, the playgrounds and 
sand lots of America will soon be the center of 
attraction for thousands of healthy youngsters. 
The wear and tear in the play shoe of the Ameri- 
ean child is an ever increasing problem to the 
average parent. 


Kepner Elk, highly adapted for sport and chil- 
dren’s footwear, has the proven qualities that 
make for extra pairage and repeat sales. 


Thousands of mothers, fully aware of the dura- 
bility of Kepner Elk in addition to its fast, perma- 
nent, non-fading colors, easy cleansing qualities, 
and fast drying when wet to its original pliability, 
are daily specifying Kepner Elk. 


Progressive retailers are capitalizing the reputa- 
tion that Kepner Elk enjoys with thousands of 





mothers today. 


C. D. KEPNER LEATHER CO. 


The friendly house of Boston 


137-139 SOUTH STREET 
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if you want a fast selling 
line of canvas shoes... 


That something about Hood Canvas Shoes that makes 
them sell easily is no mystery. Special construction 


features give them extra protection, extra comfort, 


and extra wear... new style features offer a smarter 
appeal ...new fabrics, trims, and outsole designs 
please the discriminating eye ... inside and out their 


superior quality and design are so plainly evident that 
Hood Canvas Shoes sell readily at popular prices. And 
these ready-selling features are the theme of a nationwide 
advertising campaign in leading magazines read by men, 
women and children. The first ads appear in the April 


issues and will continue through the selling season. 


Why not profit from the easy-selling advantages of the 
1930 line of Hood Canvas Shoes, and the advertising 
and merchandising effort behind it. Your order now 
will enable you to realize the profits of the full out- 


door season. 


HOOD MAKES CANVAS SHOES: RUBBER FOOTWEAR: TIRES -RUBBER SOLES AND HEELS: RUBBER FLOOR TILING 
OOOO OO OOOO OOOO OOOO 
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THE HYGEEN INSOLE—a new develop- 


ment that prevents excessive perspiration odor. 


This special insole is an exclusive Hood fea- 
ture, developed in the Hood laboratories, and 


is found only in the Hood line. 


The Hygeen Insole does not absorb perspi- 
ration which minimizes the opportunity for 
unpleasant odors. This is a big selling fea- 
ture, especially to mothers who may think 
of canvas shoes only in terms of the old- 


fashioned “smelly” sneakers. 


Look for the Hood Arrow 











THE HUSKY is one of the 
sturdiest of Hood shoes, with comfort 
toe that keeps out the dirt, sand and 
water and insures foot comfort and 
long wear. Extra heavy black cut-out 
pattern sole and ribbed toe guard 
“Hygeen insoles.” Special arch and 
instep supports and heel stay. A na 


tionally advertised number. 


THE SIAK Made in the popu 
lar laced-to-toe pattern of white, brown 
or neutral colored army duck with 
contrasting trimmings and nickel eye 
lets, Heavy Smokrepe sole and ribbed 
toe reinforcements. Hygeen insole 
One of the nationally advertised best 


THE BRAE BURN A brand 
new 1930 Hood sport shoe made in 
women’s, misses’ and children’s sizes 
Combed white duck uppers with con 
trasting sport trim. White pebbled out 
sole and Hood pneumatic heel. Has 
the Hygeen insole, The Brae Burn 
meets the style demands of your most 
exacting trade and will be a big seller 


this summer 


HOOD MAKES CANVAS SHOES « RUBBER FOOTWEAR - TIRES - RUBBER SOLES AND HEELS - RUBBER FLOOR TILING 
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Tw RAJAH Label on a 
shoe sole raises the SHOE 
QUALITY and increases its 
SELLING APPEAL without 


increasing the cost. 


The broad general confi- 
dence reposed in RAJAH by 
trade and public as standard 
of excellence, proves that 
ALFRED HALE RUBBER CO. 
not only have the “know 
how” but also the will to 
keep RAJAH products con- 


sistently excelling. 





od 


For those who must meet close 
price demands our highly spe- 
cialized experience enables us to 
offer the most satisfactory an- 
swer—next only to RAJAH in 
quality. 


ALFRED HALE RUBBER CO 


NORTH QUINCY, MASS. 
ESTABLISHED 1837 
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“ZITA” 








7182—Patent Leather ‘‘Zita’’ Sandal 
Imitation Turn 573 last, 10/8 covered 
heel. AA-C, 2%-7 84.20 

































* 


“SAVOY” 





“LARI”’ 

















Buckle 





7191—Patent Leather ‘‘Lari"’ 






Strap. Imitation Turn 573 last, 10/8 - eae — — Oye cme 
vered heel. AAA-C, 244-7. 3.855 ——w oe Ses ast, (8 coveres 
co n 6-7 8. > ead AAA-C, 2%4-7 $4.35 























as x * + 


“REGENT” 
5968—Patent Leather Regent Opera 


7 : ~d i? ms Pl . 
eel AAA-C 3% 8. on ae ms NCE again we offer for 





















the benefit of our 
ke “MARY ANN” trade an In Stock service 


on our line of Girls’ Shoes. 













Burdett quality combines 





with style and fitting re- 






quirements to form a line 






that only specialists know 






how to produce. 






5928—Patent Leather ‘‘Mary Ann Tie’’. 
Turn sole 73 last, 10/8 covered heel. 
AA-C, 2%-7. $4.20 


* * 


BURDETT SHO 


COMBARNY 
LYNN .... MASS. 
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Machine is usually equipped 
with Climax Brush No. 4612 
of cloth, and No. 197 

of yarn 


e 
Clean Merchandise 
Nosopy wants to buy shoes that have become soiled or marred 
in handling. Why jeopardize the sale of a pair of shoes when you 
can make them presentable to your customer by cleaning or polish- 
ing them in a jiffy on the Shoe Cleaning Machine — Model A. 
This motor-driven machine will accommodate two cloth or yarn 
brushes or a combination of each as desired. The motor is belted 
directly to a grooved driving pulley on the shaft carrying the brushes. 








Set up this simple, compact machine in your stock room and con- 
nect it up with the nearest electric light socket. The Shoe Cleaning 
Machine — Model A, is now standard equipment in all up-to-date 
retail shoe stores. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Auburn, Maine Johnson City, N.Y............ 276 Main New York,N.Y....... .... 37 Warr 

’ Lynn, Mass. 306 Broad Philadelphia, Pa 
Chicago, Ill Marlboro, Mass 11 Florence aS ) ea 130M 
Cincinnati, Ohi 407 Gilbe: Milwaukee, Wis St. Louis, Mo 1423 Olive 
Haverhill, Mass. New Orleans, La. San Francisco, Cal 859 Mission 
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‘High quality...splendid fitting 
WELTS to retail at 85 and 86 


for instance... 


The NEW YORKER 


14/8 Wood Covered Heel 


a ios ss cs cviosnwrsesacncdtiencasusacesmaseiesskncnas stan 


For special Eastern toe last order No. 890 from Auburn 


No. 890-10—Patent leather a 


For special Eastern toe last order No. 890-3 from Auburn. 


i BS Cicer FR occ scciwsdd- o0550500- sceeesewensonss¥ieueeees 4.00 


For special Eastern toe last order No. 890-4 from Auburn. 


IN STOCK—SIZES 3”% to 9 


Auburn, Maine Cincinnati, O. 


AA to D AAA to D 


Tailor made fit at ready made prices! 


ALFRED J. SWEET COMPANY 


CINCINNATI, OHIO (WAREHOUSES) AUBURN, MAINE 


P. O. Box 37, Station V 
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Other Profit Ideas 


Sell Mother and Child 


TLANTA, GA.—S. D. Tanner, who 
has the Pied Piper shoe depart- 
ment in the George Muse Clothing Co., 
has been selling children’s shoes for 
years. He has some definite ideas on 
how a children’s department should be 
run. According to him, the whole 
thing in the children’s business lies in 
employing people who love children 
and who know how to fit them right. 

Always be sure the first pair tried on 
is a perfect fit, he counsels. Sell what 
is asked for, then sell a second pair 
through suggestion. In case of difficul- 
ty in selling two pairs, first sell what 
the child wants, then the selling of the 
other pair will come along easy. 

The average store is afraid to try to 
sell more than one pair at a time, lest 
the entire sale be lost. If the salesper- 
son is properly ¢trained so that logical 
reasons are given as to why a second 
pair should be purchased, double head- 
ers will be a common occurrence with 
pleased customers. It is necessary to 
sell both the mother and the child. The 
mother must be played up to, as she is 
the one that pays the bills. For the 
same reason, direct advertising should 
also go to the mother. After they are 
in the store, favor the child if practical. 

Getting rid of odds and ends is hard- 
er in a children’s department as hash 
sections and the P. M. method do not 
work out so well. That means that 
good salesmanship and good stock- 
keeping methods are of vital import- 
ance in keeping 1 stock clean. Stick- 
ing to few lines is most necessary in a 
children’s department. If one line is 


filled in from that of another manu- 


By 
HARRY R. TERHUNE 
Field Editor 


facturer, that aiways means two job 
lots and never one complete line. 


* *k x 


Salesgirls Write Letters 


HARLOTTE, N. C.—As a 

time business filler, R. T. Estridge 
of Efird’s believes the practice of hav- 
ing the salesgirls write their own cus- 
tomers, short, handwritten personal let- 
ters about special goods on sale or new 
shoes, cannot be beaten. About three 
times a year customers are called on 
the phone, but in his belief, that meth- 
od is apt to be overdone, so may prove 
more harmful than helpful. 


spare 


A Friendly Follow-up 


Pipers GA.—Well rated new- 
comers here receive a_ short, 
friendly letter from W. W. Dickson, 
manager of Bussey’s Peacock Shop. 

“Your name has been placed in our 
files as a very desirable customer. 
Should you care to charge any shoes, 
we assure you we will be very glad to 
have your name on our books. 

“On your first visit to our shop, we 
believe you will be impressed with both 
the quality and wonderful fitting ser- 
vice Peacock shoes offer. 

“Also featured are Gordon and Mc- 
Callum hosiery, along with very ex- 
clusive handbags to match the new 
shoes. 
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“It would be considered a pleasure to 


have you call by and try on some 


our shoes.” 
K *” 


How a Porter Sells 


TLANTA, GA.—Ten to. twe 

men from the nearby colored 
lege buy shoes in the Regal store « 
week, for the reason that the sto 
porter was a star athlete when he 
a student there last year. He is 
popular at the college, so that the 1() 
per cent commission he receives 
bringing in new customers nets hi: 
neat sum each week. 


Good Styles = Leaders 


TLANTA, GA.—-A phase of n 


chandising as viewed by Bland 


Terry of the Parisian Bootery. 
merchandise is so hot that it will 
100 per cent, that is, no one patter 
will sell to the exclusion of everything 
else in the store. If one shoe con 
tutes 25 per cent of the sales, that 
unusual. A well advertised, \ 
thought of shoe that runs up 10 | 
cent of the sales is doing better tl 
the average. 

It therefore seems good advertisi 
for a store to take a limited num! 
of popular shoes and practically g 
them away for a brief period. Selling 
a hundred pairs of some popular shi 
which costs $7.25 for $10.50, is a su 
way of bringing in several hund: 
women. Not more than 25 per cent 
those attracted by the low $10.50 pri 
will buy the shoe, but the balance w 


buy shoes at regular prices, if handl «| 


right.” 
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Sold on a Last 
fpr ep N. C.—Bill Ross 


is a live real estate man in town. 
The other day when he was buying a 
pair of Walk Overs he said to J. C. 
Powell: “Do you suppose there is any 
danger of the factory not making this 
last any more? If there is, I want to 
buy the machine that makes these 
shoes.” 

Powell says he has made money on 
his men’s side this year for the first 
time in a long while. Sticking to the 
safe sellers, plenty of sizes and being 
able to say “Yes” to every Bill Ross in 
town, is given as the reasons. If I 
was on space writing that would be 
good for a page. 


* * * 


How Much Does Your 
Advertising Cost? 


ay, you know your advertising 
cost? We do not mean in dol- 
lars—you probably have that figure on 
your books. But what per cent of your 
gross do you spend on advertising? 

We find a surprisingly large number 
of merchants who do not know whether 
they spend 2 per cent or 8 per cent— 
and usually the man who does not know 
is the fellow who advertises without 
any particular plan or budget. 
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sisting of fourteen pairs of bench made shocs with bags to match. 
specially by a bench manufacturer in New York City. A description of the shoes, beginning 
with the top row and reading from left to right, is as follows: Black crepe with trim of black 
mat kid; white kid and black and white ring lizard; white buck with trim of tan Russia; a 
white crepe with silver and gold kid trim which was dyed to match gown; a white basket weave 
cloth with black calf trim; white silver brocade dye cloth with silver kid trim and dyed to 
match gown; a white silver brocade dye cloth with silver kid trim and dyed two-tone effect to 
match gown; natural linen with trim of brown kid and insert of beige watersnake; white linen 
with trim of purple kid; natural linen with multi-colored vamp; green suede with green lizard 
trim; white silver brocade dye cloth with silver kid trim dyed to match gown; beige crepe 
with trim of darker shade of moire; blue lined with white kid trim and inserts of blue lizard 


Generally speaking the average store 
should spend about 3 per cent. If you 
consistently spend more than this you 
are spending TOO MUCH unless other 
items in your overhead are below aver- 
age. Some stores with unusually good 
locations get below the 3 per cent aver- 
age, but not many. 

Whatever you are spending it should 
be spent thinkingly. 
vertising costs ! 


Know your ad- 


* K * 


Sets Right Example 


OLLASTON, MASS.—A _ big- 

town idea from a little fellow in 
a family shoe store. It’s from P. J. 
Stewart. He is selling a lot more pairs 
of men’s shoes because he keeps a smart, 
well-polished pair on his feet at all 
times. His one and only clerk, who 
happens to be his brother, also does the 
same thing. 

These shoes are never worn on the 
street, for they are “store shoes.” That 
means they are changed after the morn- 
ing cleaning up chores are finished and 
put on afresh after lunch. Many’s the 
good wife that noticed Percy’s well- 
shod feet and remarked to her hubby 
that she wished he would get a nice 
pair like them. And usually he falls for 
this, too. It certainly pays the Stewart 
boys to keep their feet looking good, 
so why isn't this a good one to pass on? 





The photograph represents a single sale to one customer by Taylor's of Houston, Texas, con- 
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These shoes were made up 


New Slipper Angle 


ASHINGTON, D. C. — The 

Bridge Slippers which were in- 
troduced last fall seem to be giving the 
shoe merchants a new angle to the 
house slipper selling. It is an amaz- 
ing fact that the sale of these green, 
blue, red and yellow-colored slippers 
have steadily kept up through the 
month of January. A few stores, with 
Hahn’s in particular, have made nu- 
merous women happy through making 
up special pairs in some unusual color 
combination. Indications are that this 
novelty will continue for some time to 


come. 
: « * 


Buy Twelve Pairs; 


Get One Free 


INSTON-SALEM, N. C.—*‘A 

modern way to buy” is the way 
“The Hole in the Wall Shoe Store’ 
advertises. This store, whose name, 
by the way, is copyrighted, issues a 
card to patrons that looks like a meal 
ticket, but which they call a Member- 
ship Card. After a customer has 
bought twelve pairs of shoes, a new 
pair is given him free. 

These cards are in duplicate, with 
one copy being filed in the store. A 
good mailing list is made up from this 
card list. 
























MeratarsaLPaps 


A SIZE FOR EVERY REQUIREMENT 





Dilyer 





Thickness 3 16” 


B-1 Without Cement, $1.25 per Doz. Thickness 1/8 Thickness 3/8” 


B-3 Without Cement, $1.25 per doz. B-5 Without Cement, $1.00 per doz. 
No. 2. Same as No. 1 with Tacks, $2.00 per doz. No. 4. Same as No. 3 with Tacks, $2.00 per doz. 


JO% DISCOUNT IN GROSS LOTS 
: ~~F.0.B. OMAHA ~~ 





Thickness 3.8” . Thickness 3/8” Thickness 3/16” 
B-6 Without Cement, $ .75 per doz. B-7 Without Cement, $ .65 per doz. B-8 Without Cement, $ .65 per doz. 





a Se od EXACT 
TRATIONS Ry 4 = 


Thickness 3 16” ‘ Rights and Lefts 


B-9 Without Cement, $ .75 per doz. Rights and Lefts Thickness 1/4” 
Thickness 5/16” B-11 Without Cement, $ .75 per doz. 


B-10 Without Cement, $1.00 per doz. 


All Metatarsal Pads packed one pair to a glassine bag: 12pairs to a Carton 


MANUFACTURED  CYONS HOSE PROT oy ge): 4 Co. 


ORIGINATORS OF THE SPONGE RUBBER HOSE SAVER 
OMAHA- NEBRASKA en ee 
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WOMENS | 
» SHOES 


iM Greater Seating Capacity 
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3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 

ment which discriminating shop- 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


— Free 32-Page Book 


“ ee \ 
pers seek. Build that customer new sme | A free copy of this helpful and 


confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


**New Styles in Shop 

Seating’’ shows many 

attractive styles and 
arrangements 


practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 


American Seating (Ompany 


1060 Lytton Bldg. 
BRANCH OFFICES 
Philadelphia: Rm. 706, 1211 Ohestmut St. 


Greater Comfort 


Greater Beauty 


Chicago, Illinois 


Kew York: Rm. 600, 1198 W. 40th St. 


Greater Durability 
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| MENS 
| SHOES 


Greater Economy in Cost 











- 





Nhoe More Service Section A 


NAMM 








Devoted to 
DISPLAY, EQUIPMENT AND SUPPLIES 


for the Retail Shoe Store 





Merchandising 
Thoughts to Build 


April Business 


April 1-5 

Are your display cards, special panels and other window materials all ready now, 
and do they all fit in perfectly together to carry out a definite decorative theme ? 
Don’t leave any detail till the last minute. Check up your wants now and see that 
all Easter display material not now in the house is ordered at once. 

After this week, two weeks to go before Easter; so if April showers are antici- 
pated soon, put some “rainwear” in the windows and ads this week. 
If the walls and ceilings need cleaning, and if there are some spots where the 
woodwork needs a touch of paint or varnish, get these chores finished this week. 


The dress-up idea should pervade each trim and each ad in the two weeks before 
lkaster. Let style reign supreme now; and items that appeal on durability, comfort 
and other points can be held to feature later. 

Not too early now to use some Easter decoratives and show cards. Some notice 
might be taken of Palm Sunday (the 13th), which is a day for meticulous dressing. 


14-19 

As April 20 is a late date for Easter, some of the spring styles may be nearly sold 
out. If any of these are to be discontinued, they can probably be disposed of this 
week. See that the sales folk are fully posted on what numbers should be stressed. 
Use in the windows some decorative touches pertinent to Easter that you have not 
previously used. 

If you have handbags or other ensemble items to go with the shoes, these should 


he prominently displayed. 


21-30 


Don’t cut the advertising down to nothing after Easter. Let the public hear from 
you at regular intervals, so that they can't think of shoes without thinking of you. 
If you contemplate rearranging the store or putting in new equipment in the sum- 
mer, start the preliminary work of gathering information and drafting plans. 
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No. 9806 


No. 9802 


A Shoeand Hosiery Displayer 
In Modern Design 


The use of combination of woods 
in fixture construction, like 
maple and walnut, result in a de- 
sign that is attractive in appear- 
ance, especially neat for footwear 
and its display, and useful for 
shoe display, because they are 
designed to be practical. 


No. 9800 line shown is a combina- 
tion design using solid woods. 


No. 9580 line 
shows a com- 
bination using 
veneers. 


No. 9589 is a two way displayer 
18” high—5 x8 shelves 





HUGH LYONS 
& COMPANY 
LANSING, 
MICHIGAN 
NEW YORK 
1412 Broadway 


BOSTON 
52 Chauncy St. 
CHICAGO 
217 W. Jackson 
Bivd. 


. 





AWNEER 
invites them in 


Bright spots on busy streets, expressing in 
plate glass and bronze the invitation that 
has swayed millions of sales ... As smart as 
Fifth Avenue —as practical as Main Street — 
Kawneer Store Fronts invite the crowds to 
shop where style and quality are assured. 

. There is no better criterion by which to 
judge a store than its appearance from the 
street. Store Fronts by Kawneer have enabled 
thousands of merchants, large and small, to 
gain the confidence and patronage of the 
communities they serve ... On request, The 
Kawneer Company will send any merchant 
valuable information gained through twenty- 


five years of store front experience. 





CI ACPORI ECE CESS ORSNMREES sanes'| 


Merchants may now have CUSTOM-BUILT KAWNEER STORE FRONTS to order. 


er 


Manufacturers of The Kawneer Co., 2413 ‘Rent St., Niles, Mich. 
BRONZE Send FREE Book, “’ Modern Store Fronts for 
STORE FRONTS, Better Display.” 


WINDOWS, DOORS 
‘i Se iaiibulinionateass ; 


Subsidiary Address 
Berkeley, Calif. 


Member of National Display Equipment Association 





CONSULT AN ARCHITECT + THE SERVICE 'S VALUABLE 
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If It’s Style You're Selling, 


HE illustrations on these pages tell their own story of 
how the Joy Bottery, Inc., 2517 Broadway, New York, 


was transformed from “just another shoe store’’ to a 
smart retail establishment in the modernistic manner, whose 
strikingly original appearance within and without is sure to 
make a lasting impression upon the customer. 

Modernistic treatment of the store front, entrance and 
display window, as well as the interior of the store, formed 
part of the comprehensive plan of rejuvenation which the 
management declares has resulted in a gratifying increase 
in business. The color scheme for the interior is henna and 
green. In place of the old wainscoted walls, the interior is 
now finished in a manner that gives the impression of added 
spaciousness. 

Modernistic chairs of chromium, upholstered in leather, 
harmonize with the wall treatment, floor covering, lighting 
fixtures and display cases. Windows are done in real ma- 
hogany, with leaded glass in modernistic pattern, and the 
background is cleverly arranged to make it possible to alter 
the size of the display space according to the nature of the 
display. 

Merchants who are interested in the methods pursued in 
the remodeling of this store may 
obtain more detailed information 
by writing Boot AND SHOE Ri 
CORDER. 





Every dealer in any article of 
attire wants his public to become 
dress conscious. You want yours 
to know what shoes should be 
worn for every occasion and for 


every purpose. 
To be correctly, becomingly, 
appropriately shod at all times 


The photograph at the top of this page shows the front en- 
trance and display window of the Joy Bootery as it now 
appears, following the completion of alterations. Con- 
trast these with the old exterior, as shown in the middle 
photograph and figure out for yourself which is likely to 
attract most attention from the particular clientele to which 
this establishment caters in the selling of women’s bench- 
made footwear in smart patterns. Below is the entrance 
and back of the display window, photographed from inside 
the store. 














Boot AND SHOE RECORDER 
combining THE SHOE RetaiLer, March 29, 1930 












o] 
5/ 


ry of 
York, 
toa 
vhose 


re to 


and 
rmed 
1 the 
rease 
and 
OF 1s 


Ided 


ther, 
ting 
ma- 
the 
ulter 
the 


1 in 
nay 
tion 
Ry 








Start With Your Store @® 


calls for a shoe wardrobe considerably more extensive 
than that affected by the big majority of your cus- 
tomers at present. To educate them up to this is your 
chief merchandising aim. “Do as I do” is more accep- 
table advice than “do as I tell you.” To sell folks the 
idea of “putting on a good front,” do it yourself. Your 
customers don’t all see what you wear, but they and 
the rest of the townsfolk do see what your store wears. 

First impressions are deep impressions. The first 
glance at a store creates an impression as to what kind 
of store that is. If the store front and windows and 
equipment are of a type that is far behind the calendar, 
they would tend to discourage folk from looking there 
for styles that are ahead of the calendar. Just as 
clothes mark the man, so do ap- 
pointments mark the store. As 
clothes express up-to-dateness, 
breeding and standing of the 
wearer, so do the front, the win- 
dow equipment and interior ap- 
pointments express these attri- 
butes in a store. 

“All things considered, would 
| be well advised to improve the 
dress of my store at this time?” 

Cost, of course, is a factor, or 
this question wouldn’t be a ques- 
tion. For these merchants, here 
is a suggestion: You should 
consider price of Nor dressing 
up as well as what improvement 
would cost. 
















































At the top of this 
page is the interior 
of the Joy store as it 
appeared before al- 
terations were be- 
gun, while the pho- 
tograph at the bot- 
tom shows the pres- 
ent interior. Ob- 
serve the even and 
effective _distribu- 
tion of light § ac- 
complished by the 
modern fixtures, 
which consume con- 
siderably less cur- 
rent. Middle pho- 
tograph shows mod- 
ernistic interior dis- 
play case detail. 
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MODERN .. For a Modern Age 


The modern trend is expressed in every de- 
tail of this Onli-Wa Accessory and Shoe 
Unit, of walnut and maple. Strikingly indi- 
vidual and futuristic in treatment. 


Reg. U. S. Pat. Off 


Write Today for Brand New 
Onli-Wa Modern Catalog 
No. 16. 


THE ONLI-WA FIXTURE CoO. 


St. Paul Ave. Dept. BS. Dayton, Ohio 


Display Center: 1440 Broadway, New York City 
Members of National Display Equipment Association 


























PROFITABLE 
Store Transformation 


METAL ARTCRAFT FIXTURE Co. 
413 W. 41st St. New York City 























MAIZE SHOE CO. “ 
Ll UMM WWNWWSSSSSSSS 
Use our STOCK DEPARTMENT 
and Turn Over Your Money! 


Hot New 
Numbers 
Every Now 
and Then! 


TRY US ON 
THIS ONE! 





Are YOU an 
O. K. Sales- 
man? You 


IN STOCK 


R239—Lite Smoke Elk 
Oxford; cutout vamp; can make big 
unlined; Smooth Step. side money 
as selling SUN- 


$1.00 
2% 10; Net 30 Days BEAMS. 











Write 


‘tya\tva\bva\t/a\iva\tvayt 


wy 


VS. 
. 














MANFIELD & SONS 
1629, Chestnut St. 
PHILADELPHIA. 


ALL WIDTHS 
IN STOCK 


ENGLISH 
RIDING BOOTS 








TAN @ BLACK 








LADIES 
TAN 2 BL 


SEND FOR CATALOGUE TAN « BLACK 
BUY DIRECT FROM MAKERS 
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“SINCE 
REMODELING... sales 








ave increased 59% 


The Bremer Department Store, Bremerion, Washington 


Bremerton, WASHINGTON, population There are Bremertons in every state —Bremer Stores 
10,000, lies across the sound from Seattle....A ferry, in every town—similar situations — similar problems. 
every two hours, travels between the two points.... And Grand Rapids, with 30 years’ practical merchan- 
And Tacoma is only a few miles away by road. dising experience, has met and successfully solved 

these same situations and problems many times. 

The Bremer Department Store—leading store of 
Bremerton —was losing business to the larger towns. 
People seemed to prefer taking the ferry or road to 
“trading at home.” 


You can increase your volume! Save money by 
planning and equipping your store now! Grand Rapids 
equipment is made in a wide range of designs, finishes, 
and prices—each the outstanding value of its field. 
Our deferred payment plan enables you to pay for 


Mr. Bremer called upon the Grand Rapids Store . / 
your equipment out of income. 


Equipment Corporation for advice. The entire store 
was re-planned and re-equipped. And here is the re- Write today —lose no time in finding out how your 
sult in Mr. Bremer's own words: “Since remodeling our store can be modernized for modern business at 
store, eleven months ago, sales have increased 59%.” surprisingly little cost. Simply mail the coupon. 


aa 
G R A N D "4 A be | D S \ FE GRAND RAPIDS STORE EQUIPMENT CORPORATION § 2-3 
By F ‘ Grand Rapids, Michigan 
\ BE Please send further information and a free copy of your new 
18 book, ‘The New Way Method in Merchandising.” 


Executive Offices: Grand Rapids, Mich. 
Branch offices and representatives in every territory 
Factories: Grand Rapids, Portland, Ore., Baltimore, New York City 

















Store planners, designers and manufacturers of fine store equipment 
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The TRAVELING 
SHOE SALESMAN 


4 “4 « 


WO important committees of the 

Boston Shoe Travelers’ Association 
—the Lapsation Committee and the In- 
surance Committee—are hard at work 
following their appointment recently 
by President John S. Whittemore. 

The Lapsation Committee, composed 
of Harry W. Hunter, chairman, H. P. 
McNulty and George J. Loveley, has as 
its job seeking out travelers whose 
memberships have lapsed and selling 
them on the idea of reinstatement. 

The Insurance Committee, consisting 
of James G. Lunney, chairman, John F. 
Sullivan, Harry P. Lynch and Frank 
P. Rowbotham, is charged with seeing 
to it that all members are participating 
in the benefits to be derived under the 
Group Insurance plan fathered by the 
National Shoe Travelers’ Association. 
There has been a slight gain in mem- 
bership since the first committee went 
to work and the Boston association 
feels sure it will end the year with a 


record increase in membership. 
Ff, E. OWENS, of the Owens Shoe 
4* Co., Lynn, has been on a long 
trip through the West and South sizing 
up the prospects for business in slip- 
pers this year, and, also, comfort shoes. 
He is of the opinion that the large vol- 
ume of business on house slippers, 
which was gained by many merchants 
last year, will be maintained this year. 
It is not a common practice for stores 
to keep a full stock of lengths and 
widths, so that they will have no hand 
just the right size when a customer 
calls for a new pair of the rest and 
leisure hour shoes. Orders for filling 
in sizes so far this year have been gen- 
erally good. 


PERRY J. MILLER, better known as 
“Jack” Miller, son-in-law of Edmund 
J. Venor, a former shoe manufacturer 
of Rochester, for whom “Jack” sold 
his first bill of shogs over twenty years 
ago, has removed from Kenmore to 
Rochester, and his address now is 879 
Woodbine Avenue. “Jack” sells the 
line of Huth & James and is having 
a good early spring trade. “Tans are 
being bought somewhat better this sea- 
son and most dealers feel that by sell- 
ing tans for daytime wear with light 
suitings, this will add to their volume 
of sales,” said Mr. Miller. 








A. DELANY, secretary of the 

* National Shoe Travelers Associa- 
tion, announces that receipts for pre- 
miums paid on insurance taken out 
under the group insurance plan of the 
national association, cannot be sent 
out until members have paid their dues 
in their local associations. The ruling 


of the national on this point is quite 
clear—a man must be in good standing 
in his own association before he is en- 
titled to the benefits of the group in- 
surance plan. 


RAY JACKSON was compli- 
e mented by the management of 
The Lape & Adler 
Co. recently for 
having the largest 
percentage of in- 
crease in Foot 
Friend sales dur- 
ing the past season. 

As a reward for 
this fine record, 
Mr. Jackson’s ter- 
ritory was _ in- 
creased, and he is 
now covering for 
The Lape & Adler 
Co. parts of Texas 
and Arkansas, and 
Louisiana, 





A. Ray Jackson 


the States of Mississippi, 
Alabama and Tennessee. 





ATURAL BRIDGE SHOEMAK- 
+ “N ERS are now represented in New 
York City and Long Island by Bert E. 
Drake, formerly with Latteman and S. 
Weil, and in New York State by A. B. 
Brown of Auburn, who was with Dunn 
& McCarty for 14 years and for the 
past year has been with Harry Husk 
of Newburyport. 


Bane WEBER and Fred Berg, the 
former at one time with the Wolff 
Shoe Co., of Seymour, Ind., and the lat- 
ter until recently with the Roth Shoe 
Co., of Cincinnati. have taken over the 
line of The Frolicher Shoe Co., manu- 
facturers of women’s novelty McKay 
footwear in Lawrenceburg, Ind. Until 
now, this line has been handled by side 
line men, Mr. Weber and Mr. Berg 
being the first men chosen to represent 
the company on a full time basis. Mr. 
Weber will cover Ohio, Indiana, Ken- 
tucky, Michigan, Illinois and the city 
of St. Louis with the Jetty and Miss 
America, as well as a growing girls’ 
number known as The College Girl. 





Confer on Association 
Matters 


Among the recent callers at 
the Rochester office of the Boot 
and Shoe Recorder was Billy 
Noll, of rubber heel fame. Billy 
takes a deep interest in the af- 
fairs of the National Shoe Trav- 
elers Association, of which he is 
a charter member. While in 
Rochester he had a long chat 
on association matters with his 
old friend, A. J. McLeod, presi- 
dent of the Rochester Associa- 
tion. Billy says the great handi- 
cap under which the N. S. T. A. 
is laboring is the difficulty of 
keeping up its membership. 











NEWS 
of th ROAD 


PECIAL sales meetings have been 

held this past week by The H. C. 
Godman Company, operating eleven 
shoe manufacturing units in Columbus 
and Lancaster, Ohio, at their several 
distributing branches located at Colum- 
bus, Atlanta, New York City, Chicago, 
Kansas City and San Francisco. 

At these meetings the officials of the 
company explained the new method of 
distributing their product, which in- 
volves the combining of the make-up 
or factory delivery system with the in- 
stock plan, and only one representative 
will call on the merchant, taking care 
of his requirements in any way which 
he may prefer. The make-up method 
offers the customer an advantage i: 
price. 

The various branch managers acted 
as chairmen of the meetings. On the 
program were F. A. Miller, president; 
J. E. Jones, vice-president; R. A. 
Grieve, general sales manager; C. lL. 
Ims, treasurer; R. A. Walkey, leathe: 
buyer; C. M. Swinney, general factory 
manager; B. H. Crompton, style de 
partment; J. F. Burns, general stock 
manager. 

The new plan was received very en 
thusiastically by the branch managers 
and the hundred and thirty representa 
tives of the company. 

Following the meetings the salesmen 
left for their respective territories with 
their new spring line. The managers 
of the branch distributing houses are 
as follows: T. A. McDonald, Colum- 
bus; R. J. Gallagher, Atlanta; W. H. 
Ellice, New York; B. H. Shapiro, Chi- 
cago; F. S. Omundson, Kansas City, 
and J. P. Shipman at San Francisco. 
—(UTPS) 


ORMAN HARRIS, of Colella & 

Leighton, Lynn, is on the western 
circuit, and “Patsy” Colella made a 
trip among eastern markets this week 
March production is running strong on 
blacks, mat kid leading and patent and 
crepe satin gaining, also brown kid 
There are colors of high hue, of course 
A run on white kid and natural linen 
shoes is expected to set in about May | 


W. BASTIBEL, who was fo: 
« merly with the George W. Baker 
Shoe Co. of Brooklyn, and before that 
was a manufacturer on his own ac- 
count, is now with the Adapto Shoe 
Co. of Lynn and Salem, makers of 
health welts. The Adapto Co. now op 
erates its Lynn factory (formerly the 
Bender Shoes Co.) as the Adapto 
branch and its Salem factory as the 
Leopold branch. 


W LLIAM P. HENNESSY, well 
known shoe traveler, has joined 
the sales force of the Smart Step Shoe 
Manufacturing Co., of Milwaukee. He 
will carry the line in the State of Ohio. 
a territory which he has covered for 
some time. 
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Style 7! 
AAA 5: 
Last 14 


Style 7 
Style ! 


Style 1 
AAA ! 


Last 5) 
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A littleway Construction 
‘. Style 5018 Patent — — $4.85 
we THE LOLITA Genuine Black Python Trim THE OPERA 
ae Littleway Construction . Y, 
ry Style 745 — Black Satin Kid — $5.10 iAttewey Construction 
e- Style 757 — Black Satin Kid — $4.85 Genuine Black Python Trim Style 5016 _ Patent _ $4.60 
*k AAA 5-8, AA 414-8, A 4-8, B 3-8, C 2%-8. seaet 
cont 36 seen 08 is Style 681 — Sun Tan Beige Kid — $5.35 Style 191 — Silkdawn Satin — $4.60 
2 ae eel 17 Louis Wood Genuine Beige Python Trim AAA 5-8, AA 4%-8, A 4-8, B 3-8, CO 2%-8. 
rs om Last 14 Heel 17 Louis Wood 
Style 679 — Sierra Brown Kid — $5.35 
a Brown Calcutta Lizard Calf Trim 
n Style 949 White Kid — _— $5.15 
h White Lizard Calf Trim 
s AAA 5-8, AA 4%-8, A 4-8, B 3-8, O 2%-8. 
e Last 59 Heel 16 Louis Wood 
}- 
[. 
|- 
' THE NANETTE 
} Littleway Construction THE FAY 
: Style 734X—Dull Black Satin Kid—$5.25 Treadeasy Littleway Construction 
) style 5 ame | le Style 767 Black Kid - $5.40 
. Siyte SEX Patent — = $5.00 Black Rajah Lizard Calf ‘Trim 
Style 172X — Black Satin — $5.00 Style 688 — Almora Kid $5.65 
AAA 58. AA 4%-8 ¥ Brown Calcutta Lizard Trim 
— %-8, A 4-8, B 3-8, C 2%-8. THE MILDRED AAA 5-8, AA 4%-8, A 4-8, B 8-8, C 2%-8. 
Last 59 Heel 17 Louis Wood Last 4 Heel 15 Roman Wood 


Treadeasy Welt Construction 


Style 491 — Maron Willow Calf — $5.65 
Sand Willow Calf Quarter 
Two-Tone Leather Tailored Bow 
AAA 5-9, AA 4%-9, A 4-9, B 3-9, C 2%-9. 
Last 4 Heel 14 Cuban Wood 









aot for our April Catalog illustrating 112 In Stock styles available for im- 
mediate shipment in a complete range of sizes and widths. 


P.W. MINOR &SON, INc. 
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cA BRILLIANT entrance planned 
at the opera — a costume worthy of 
the occasion — shoes purchased with 
great care—and now this embarrass- 


ing annoyance. 


A hurried search for a shoe store to 
repair the heel, or possibly a return 
home... the evening in any event 


utterly ruined. 


Spare your customers such embarrass- 
ing moments... and guarantee their 
continued goodwill by being certain 


that all wood heels in your stock are 


held permanently and securely by 
ALPHA Wood Heel Screws. Specify 


PROTECT YOUR them when you order. 


CUSTOMERS UNITED SHOE MACHINERY 
and preserve the good- CORPORATION 
will of your business BOSTON, MASSACHUSETTS 


ALPHA ¥eet SCREWS} 
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Menihan’s Styleful Footwear 
In Stock 


cata tcatca ca’ 


“FLARE” = 
“ ” 
“SONOMA” Special Process ALAMO 
Special Process 20/8 Heel = — 
h Cuban Heel 8-342—Genuine Bei Snake....... $7.00 ee: 
ce Rage "a ? sad 443—Genuine Black and White Raijeh 


B- 
Otalah Ring” eee with. Svat Kid Lizard Vamp with Mat Kid Quarter.$6.00 
SE éescdvevdseccosseessevied ‘ 





“REGENT” “SUSAN” 
Nu Mode Process eunh ew “AMSIE” 
20/8 Heel 20/8 Heel Special Process 
8-438—Larkspur Blue Kid.......... $5. B-458—Patent with Grey Snake Calf 20/8 Heel 
B-439—Grass_ Green Kid 5. — edtemeneedincs B-454—Gun_ Metal Calf with | Genuine 
B-180—Mat Kid 5 B-459—Gun Meta) Calf with Grey Black and White Rajah Ring 
B-345—White Snake Calf Trim 4.75 Trim 














NOTE! You shopld be receiving our weekly In Stock Catalog 
of newest and most up-to-date styles. Mail your order today 
Terms Net 80 Days and we'll put you on our mailing list. 


Twenty-five cents additional for 
orders of less than three pairs. 




















THE MENIHAN COMPANY 


In-Stock Department 
Cleveland Office 


iii iia ROCHESTER, N. Y., U.S. A. 


en ae Makers of Menihan Arch-Aid Shoes . & sane 
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Chicago Office New York Office New England Office om i ete Office Los Angeles Office Detroit Office 
MasssTic Hors. 846 he BLpe. Draper Hore. Hore. 111 East 8TH Sr. Derrorr-L2LaNp Hors. 
¥. J. SATEK B. W. MOYLAN NORTHAMPTON, MAss. i rs * cusmiNe 0. BE. VAN DE GRIFT 0. G. SELLERS 

BLLIOTT LA MONTAGNE 
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NATIONAL NEWS 


SATURDAY, MARCH 29, 1930 





EVERY WEEK 








Annual Meeting of 
New England Shoe 
and Leather Group 


BostoN—The New England Shoe and 
Leather Association will hold its sixty- 
first annual meeting April 2, making it 
more or less in recognition of the cur- 
rent Massaschusetts Bay Colony Ter- 
centenary, which is likewise the three 
hundredth anniversary of the founding 
of New England tanning and shoemak- 
ing. The meeting will be held in the 
rooms of the Boston Chamber of Com- 
merce and will be preceded by a lunch- 
eon at 12.15 p.m. President Alfred W. 
Donovan will preside. 

Governor Frank G. Allen of Massa- 
chusetts and Mayor James M. Curley 
of Boston are among the invited guests 
and expect to be present. 

The program will include an address 
by Fred A. Gannon, associate editor of 
BooT AND SHOE RECORDER, on the be- 
ginnings of the industry in New En- 
gland, and a statement on the sole 
leather situation by Col. H. S. Wonson 
of the International Shoe Company, 
Manchester, N. H. 

A feature of special interest will be 
the presence, through the courtesy of 
the W. Douglas Shoe Company, 
Brockton, of the “Douglas Shoe- 
makers,” who will entertain the gath- 
ering with a musical concert similar to 
the one broadcast weekly over a nation- 
wide chain. 





Miss Freeman New Secretary 
of Shoe Manufacturers 


NEw YorK—In a bulletin sent to 
members of the National Boot and 
Shoe Manufacturers Association, an- 
nouncement is made of the election of 
Miss Ruth S. Freeman by the Board 
of Directors as secretary of the asso- 
ciation to succeed Edward J. Kuhn. 

Jay O. Ball, managing director of the 
association, says that Miss Freeman 
needs no introduction to the member- 
ship, as she has had charge of the 
exchange information and credit bu- 
reau and is known to most. of the 
manufacturers, both personally and by 
correspondence. 

Miss Freeman is a graduate of Smith 
College and studied law at Columbia 


Chance for Tariff Compromise 


Chairman McElwain, of Shoe Manufacturers’ Committee, Sees 
Possible Basis for Satisfactory Adjustment 
in Conference 


New YorRK.—J. Franklin McElwain, 
chairman of the Tariff Committee of 
the National Boot and Shoe Manufac- 
turers Association, issued the following 
statement regarding the Oddie amend- 
ment relative to hides, shoes and 
leather, which was defeated last week 
42 to 37: 

“In our opinion, if the Oddie amend- 
ment, as finally amended, had been en- 
acted into law, the results would have 
been disastrous to the shoe industry. 
In the first place, it was constructed on 
the principle of a specific duty, which 
is not applicable to the shoe industry 
or to the interest of consumers. On 
this principle some of our raw materials 
would have borne a duty of as high as 
40 to 50 per cent and others in excess 
of 20 per cent. The higher burdens 
would have been imposed on the cheaper 
materials, resulting in heavier burdens 
to the shoe manufacturers and users 
of cheap shoes. 

“As has been pointed out, the four 
cents per pound specific on raw hides 
and eight cents on dry hides would have 
cost the ultimate consumer of leather 
products more than $150,000,000. As 
was repeatedly mentioned on the floor 








University. 


Boot aND SHOB 


Postmen Aid in Leather 
Tests 


Washington, D. C.—Postmen, 
on their rounds, helped the De- 
partment of Agriculture in a re- 
cent experiment on the durability 
of sole leather, according to a 
statement March 17th by the De- 
partment. The statement says: 

“Everyone knows that a post- 
man is hard on shoes, so when 
chemists in the Department of 
Agriculture wanted help in the 
experiment to determine the rela- 
tive wearing qualities of sole 
leather tanned by different pro- 
cesses they asked postmen in 
Washington, D. C., to wear the 
test shoes.” 
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of the Senate, the farmer would not 
benefit to any material extent because 
of the duty on hides. The hide is only 
a by-product and represents only about 
6 per cent of the weight of the animal. 

“As finally amended, men’s shoes 
were to receive fourteen cents per pair 
compensatory duty for the duties on 
hides and leather, but no protective 
duty, but as was figured by the Tariff 
Commission, the necessary compensa- 
tory rate should have been twenty-four 
cents per pair for the four cents per 
pound rate on hides alone. Compen- 
satory rates for the duties on leather 
were estimated at an additional ten 
cents per pair. The men’s industry, 
therefore, would have been from fifteen 
cents to twenty cents per pair worse 
off than under the present law. 

“On women’s McKay shoes, the 
amendment in its final form provided 
for eight cents compensatory and 20 
per cent ad valorem, leaving women’s 
turned shoes, Goodyear welts, cemented 
shoes, misses’ and children’s shoes with- 
out proper compensatory rates and with 
no protection; which on the latter types 
of shoes, because of the increased costs 
of raw materials, would have left the 
manufacturers of these shoes worse off 
than under the present law. 

“The eight cents compensatory rate 
on women’s McKay shoes should be 
from two to three times this amount, 
depending upon whether the shoes are 
made from kid, on which there would 
have been a duty of 10 per cent, or 
from calf or side leather, on which there 
would have been duties equivalent to 
ad valorem rates of from 20 per cent 
to 30 per cent. Many types of shoes 
require compensatory rates in excess 
of 8 cents for the sole leather alone. 

“Senator Walsh’s efforts to secure a 
a lower duty on hides, or proper com- 
pensatory and protective duties on 
shoes, were without avail. There was 
nothing then to be done except to de- 
feat the Oddie amendment. After this 


was defeated, a constructive amendment 
was offered by Senator Wash provid- 
ing for moderate duties on leather and 
shoes, based on free hides and skins. 

[TURN TO PAGE 90, PLEASE] 









There’s a Distinct Advantage ! 


ELAMWAY 


(Cemented Soles) 
FOOTWEAR 


Twice the Wear of any other Shoe! 


In Infants’ and Children’s Shoes the Wear comes on the Soles—ELAM- 
WAY Soles Cannot Come Off! They must Wear Off! We use the best 
sole leather, insuring Long Wear. Here’s a Big Argument in selling 
ELAMWAY Shoes. And they cost no more! 





LAMWAY Shoes are made in three runs. F actory A (North Water Street, ridin 
F. S. Elam, Manager) manufactures Infants’ Shoes in Sizes 2 to 5. Factory 
B (St. Paul Street, Byron M. Elam, Manager) makes Children’s Shoes, 5 to 8 Ar 
and 84 to 11. 
The ONLY Tackless, Nailless, Stitchless, ane 
Stapleless Shoes for Children. Flexible Ce- geles 
mented Soles GUARANTEED not to come off! ~~ 


All prominent Wholesalers sell ELAMWAY 
Shoes and Carry Them IN STOCK. If your 
Jobber hasn’t them WRITE US. We do not 
sell to the Retail trade. 


Perfected by use of the Meco Lasting Machine 


-1 ty cng 5 nn glnaeealltaaags and Elamway Cemented Soles. 











Ye Olde Way NOTE THE DIFFERENCE The Elamway 


ELAM 


Qme() 


Trade Mark 


Just had to use tacks, stitches, nails. Eliminating tacks and all other objec- 
Didn’t know any different. tionable features. 


F. S. ELAM SHOE CO., Inc. Manufacturers Rochester, N. Y. 
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Good Business Forecast 
by Early Spring Openings 


CINCINNATI, OHIO—Most of the shoe 
shops and departments held Spring 
openings during the first two weeks of 
March and some of them held interest- 
ing style shows. Now that these are 
over and retail merchants have shown 
all the new ones, they are figuring on 
a nice volume of business between now 
and Easter. Brown kid is very popular 
at this time as are the light and dark 
blue shades. 

One shop is showing a bright array 
of reptile, and merchants apparently 
expect them to be strong this season. 
Lizard and snake are the big favorites 
at this time, being especially good when 
light in color. 

Black is in strong again. Much black 
kid and patent is on display and is sell- 
ing better than for some time. Whites 
made a rather early debut this year 
due to the warm days through Febru- 
ary and March. One store is featuring 
white reptile at $18.50 and they are 
taking well. 

Among the late arrivals is a three- 
eyelet tie, heavily stitched and per- 
forated and is equipped with wide lace 
which shapes into a big bow. This 
model may be had in tan, biege or 
brown kid, trimmed with lizard or con- 
trasting color. Opera pumps. are 
equally as good as they were when the 
long skirts first came out and the high- 
riding one-strap is at its best. 





Another College Boot Shop 
in Los Angeles 


Los ANGELES, CAL. (UTPS)—A 
fourth College Boot Shop in Los An- 
geles was opened this week at 524 
South Broadway with John M. Preshaw 
as manager. The event was marked by 
a special sale of ladies’ novelty shoes 
priced at $5.95 and $7.50. 

Advertising featured the idea that 
“offering this exceptional value is a 
truer reflection of the ‘College’ policy 
than celebrating our opening by giving 
away hosiery, hand bags, etc. ... 
which you may or may not need or 
like.” 

The new store is the second College 
Boot Shop to be opened here within 
eighteen months. The: stores feature 
smart modes in feminine footwear ex- 
clusively. 





Leon Dalsimer Dies from 
Auto Accident Injuries 


BALTIMORE—Leon Dalsimer, shoe 
manufacturer and member of the Board 
of Temple Keneseth Israel, died re- 
cently in his apartment at the Warwick, 
Seventeenth and Locust streets, of in- 
juries suffered Feb. 28 when his auto- 
mobile collided with another in Lower 
Merion township. He was eighty-five. 

Born in New Orleans on April 2, 
1845, Mr. Dalsimer moved to Balti- 
more at an early age. He received his 
early education at public schools of 
Baltimore. 

Following his graduation from 
Princeton University he engaged in the 
manufacture of shoes. Other members 
of his family founded Dalsimer & Sons, 
shoe merchants. For the last thirty 
years Mr. Dalsimer was engaged in the 








Winship Heads Walton 











real estate business. 
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Arthur G. Winship 


Boston — Arthur G. Winship has 
been elected president of the _ re- 
organized A. G. Walton & Co., makers 
of boys’ and girls’ shoes, of Boston. He 
has assumed the general management 
of the affairs of the company. 

Mr. Winship is a graduate of Dart- 
mouth College with the class of 1911, 
and became associated with the Walton 
interests in 1912. He is thoroughly 
versed in modern merchandising and 
the application of scientific methods to 
the shoe industry. 

A new organization has been built 
with the purpose of meeting the popu- 
lar consumer demand, and whose object 
is to build good shoes at lower prices. 
Deliveries have already been made to 
retail merchants. The line includes up- 
to-date styles and patterns made ac- 
cording the the most recent methods 
of construction. 


To Sell Better Shoes 


WicuiTa, Kan. (UTPS)—The Holly- 
wood Shop of this city is holding a 
closing-out sale, preparatory to inau- 
gurating a new plan of merchandising. 
All shoes in stock are being disposed of 
at $3.99, $4.99 and $5.99. 

In the future, only $6 and $8 shoes 
will be stocked, it is announced by 
Herman S. Graham, manager. He be- 
lieves the better grade footwear will 
prove more profitable in his location. 

The shop will be completely redec- 
orated, with dark wood trimming, at 
the close of the sale. The shop is dis- 
tinctive in that it always carries in its 
show windows late pictures of favorite 
motion picture stars, secured through 
a local theater. 





Fire Destroys Two Shoe Stores 


RocHESTER, N. Y.—A $300,000 fire 
Thursday night, March 20, destroyed 
the business section of the village of 
Livonia, south of here. The retail shoe 
stores of P. H. Campbell and Thomas 
Callan were burned with their con- 
tents. A dozen other stores and the 




















REG. U.S. PAT. OFF. 





different sizes 
of Sport or Camp 
Boots in stock today 


<= — 


CAMEL 


8 inch 
$4.60 


Gristle 
Sole 


Style 315 


Suitable for Members of the Girl Scouts 
and Camp Fire Girls Organizations 
Genuine Goodyear Welt 


WONDERFUL FITTERS— 
FLEXIBLE OAK SOLES— 
STEEL ARCH 


Sizes Carried in Stock, 5-8 AA, 5-8 A, 
4-8 B, 212-8 C and D—AII Styles 


Terms—5% 10 days—net 30. 
West of the Rocky and East of the Alleg- 
heny Mountains, 5% 20 days—net 40. 


Write for Catalog 
5 STYLES IN STOCK 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 





telephone exchange also were burned. 
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Aurora Missouri 






Since the introduction and wide acceptance of Kafsted by the 
shoe trade, many others have brought out imitations of this 
outstanding quarter-lining material, which, as imitations 
always do, serve only to emphasize the true value of the 
original. 


STEDFAST 


BOSTONIOFFICE: 
NEW LOCATION 
95 SOUTH STREET 


RUBBER CO. 


MATTAPAN . CEeTED BOSTON, MASS. 


No. 2 Plant at NORTH EASTON, MASS. 


7& 
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John R. Evans & Co. Open 
New Boston Offices 


BostoN—With extensive alterations 
completed, the remodeled New England 
headquarters of John R. Evans & Co., 
tanners, whose principal manufactur- 
ing plant is at Camden, N. J., opened 
to receive customers and friends at 72 
Lincoln Street, Boston, last week. 

Steadily increasing sales which natu- 
rally required larger facilities com- 
pelled William H. Hickey, manager of 
the Evans firm, to seek new and larger 
quarters in New England. Having been 
situated for years in the heart of the 
leather district, Mr. Hickey succeeded 
jn acquiring the entire space which his 
company had leased to other manufac- 
turers at the Lincoln Street location, 
which his firm has occupied since 1904. 
Partitions and walls dividing such 
offices have been removed, and after 
weeks of extensive alterations the 
Evans company now has one of the 
most modern and attractive display 
rooms in the entire East. A natural 
oak finish combined with a contrasting 
stipple two-tone wall effect, together 
with red kid cushion seats and window 
benches near its display tables, create 
in the new New England office an in- 
viting atmosphere that is most pleas- 
ing 
4 addition to the improvements of 
the general office on the street floor, 
extensive alterations have been added 
for increased storage and shipping fa- 
cilities in the basement. 


Cushman-Hollis Executive 


Heads C. A. Goodnow Co. 


Boston, Mass.—At a meeting of the 
directors of the C. A. Goodnow Shoe 
Company, held on Thursday, March 20, 
E. Farrington Abbott, president of the 
Cushman-Hollis Company, was elected 
president. 

Walter P. Ela was elected vice-presi- 
dent. Mr. Ela has been with the C. A. 
Goodnow Shoe Company as sales man- 
ager, and will continue in that capac- 
ity and will style the line. 

John T. Hollis, treasurer of the 
Cushman-Hollis Company, will remain 
as treasurer of the Goodnow company, 
and Ralph B. Jones as assistant treas- 
urer. 

Frederic W. Howe was elected a di- 
rector to fill the vacancy caused by the 
resignation of Charles A. Goodnow. 
Mr. Howe is president of the C. A. 
Goodnow Shoe Company of New York 
and has been with the Cushman-Hollis 
Company for the last eight years, in 
charge of the styling of the various 
lines, as well as having charge of the 
New York and Boston trade. 


Shoe Store Manager Robbed 


Los ANGELES, CAL. (UTPS)—‘“Pants 
Bandits” robbed F. C. Tiedman, man- 
ager of a Gallen Kamp shoe store at 
234 East Fifth Street, while homebound 
crowds were passing the door only a 
few feet away. The pair of bandits 
entered the store, leveled pistols at the 
manager, marched him into a_ back 
room, and forced him to remove his 
trousers. They then rifled the cash 
register of its contents of $65 and made 
their escape, carrying with them their 





victim’s pants to forestall pursuit. 
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| New Six Story Shoe Store 
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New Volk Brothers 
Store Elaborate 
Retail Structure 


DALLAS, TEX.—Volk Bros. are build- 
ing what undoubtedly will be one of the 
finest shoe stores in America and per- 
haps the only store of its kind that 
boasts of six floors, all of which will be 
occupied under the name of Volk Bros., 
although a portion of the building will 
be devoted to ready-to-wear. 

The new building, already well ad- 
vanced in construction, will be located 
at 1806-8-10 Elm Street in the newer 
retail section of Dallas. The architec- 
ture will be decidedly French in design 
with the front in white stone resembling 
one of the stately buildings along the 
Champs Elysees in Paris. A mansard 
roof of green copper will add attrac- 
tiveness to the period design. Black 
and gold marble will be used from the 
pavement to the first floor. 

A marquee extending forty-two feet 
across the front will offer protection 
against the rain for shoppers. There 
will be three entrances. The east en- 
trance will lead into a small men’s 
shop, which will have an entrance into 
the main men’s department. A large 
central lobby entrance will lead into the 
main portion of the store. The third 
entrance, on the west, will lead into a 
women’s medium-priced department 
featuring shoes at $7.50 to $8.50. Wo- 
men’s popular-priced shoes retailing at 
$5.00 and $6.50 will be located in the 
basement. 

The interior of the first floor will be 
forty-two feet wide by 100 feet deep 
without a column. The ceilings, of un- 
usual height, are nineteen feet. 

The first floor, in addition to the 
principal men’s department, will include 
women’s hosiery and accessories. Cos- 
tume jewelry bags, handkerchiefs and 
perfumes will be added to this depart- 
ment. 

Three self-leveling elevators will be 

[TURN TO PAGE 90, PLEASE] 
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KAFTOR 


CALF 
An Unusual 


Leather 


In an Unusual 


Shoe 


HIO KAFFOR CALF is one 

of the greatest attainments 
in the tanning industry. A mellow 
leather especially adaptable for 
the making of orthopedic shoes. 
It is a “leather that breathes”— 
giving wonderful comfort in warm 
weather. Beautifully finished and 
takes a splendid polish. 


018—Black Kaffor Calf: Oxford 
017—Tan Kaffor Calf Oxford.... 


Wall Street 
Bal 


033—Tan Kaffor Calf Oxford, Pinked Tip 4.60 
034—Black Kaffor Calf Oxford, Pinked 
Tip 4.50 


Combination 
Blu 


080—Black Kaffor Calf Oxford 
085—Tan Kaffor Calf Oxford 





MUSEBECK. 
SHOE, COMPANY 


DANVILLE, ILLINOIS 




















heeman ~ 
bed é ORV 


The 
“Gaucho” 


Outstanding among 
smart sport styles. The 
basket weave will  in- 
stantly attract. Made 
both in black and white 
and a rich brown with 
smoke weave. 


PRICE 


CMLL LM LL A 


In-Stock 
A to D 
May Ist 


Black and White Style No. 715 
Brown and Smoke Elk Style No. 714 


FREEMAN-BEDDOW SHOE MFG. CO. 


Beloit, Wisconsin 
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Debonair typifies this 
style. 








It has a surplus of the 
cardinal essentials, good 
looks, rich materials and 
fine workmanship. 


PRICE 


$4.15 


Less 2% 
20 Days 





In-Stock 
Ato D 


Black and White Style No. 583 
Brown and White Style No. 582 


ASK FOR OUR NEW SPRING CATALOGUE 


FREEMAN-BEDDOW SHOE MFG. CO. 
gee ee Beloit, Wisconsin 


Pe: 
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Men’s Shoes 





The 


WOWEST ALL 


67 STYLES IN STOCK 
EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
WRITE TODAY FOR CATALOGUE 


Hal 
“ARCH 














STEADY PROFITABLE 
BUSINESS IS WANTED SELL- 
} am 
THE 2 





(P) M. A. PACKARD CO., Makers 
BROCKTON ____ 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 


























“HIGHEST GRADE ONLY” 


WEYMOUTH. MASS. U.S.A. 





Men’s Shoe Broadcast Registers 


Favorable Comments on First Program Received in Large 
Numbers at Headquarters 


BosTtON—A great many favorable 
comments have been received at N.S. 
R.A. National Advertising Campaign 
headquarters on the first radio broad- 
cast in the “Shoes Mark the Man” cam- 
paign over the Columbia system on 
Wednesday evening of last week. In a 
statement to retail shoe merchants on 
the radio campaign, Chairman Lester 
H. Gibson, of the Ways and Means 
Committee, said: 

“This program is comparable in every 
way to the best and most popular pro- 
grams on the air. Its popularity de- 
pends a great deal on how well it is ad- 
vertised. 

“We have sent news releases to news- 
papers in every city where the program 
is to run. Won’t you do your part and 
secure a good notice in the papers of 
your particular city? You can do this 
with a little effort, and by writing to 
us, we will be very glad to furnish you 
with a photograph or cut of Midnight 
Mose and his quartet for insertion in 








Increasing Sales Contacts 


ERE’S a little idea that is 
helping to sell more shoes 
for a big Southern clothing store. 
Every week each salesman in 
the shoe department is “paired 
off” with a salesman in some 
other department of the store. 
During this week, he goes to 
lunch with his “partners” every 
day. And the pair never go to 
the same restaurant twice during 
the period. 

Now, here is what happens for 
the store—and the salesmen as 
well, it might be added. 

The salesman from the other 
department’ invariably meets 
some friends and introduces them 
to the shoe salesman. He, in 
turn, reciprocates by introducing 
his friends to the other salesman. 

And thus each adds to his num- 
ber of “contacts.” 

Now— 

As contacts mean sales, the 
plan has resulted in materially 
increasing the number of sales 
made. 

It has done as much for the 
salesmen, it might be added, as 
it has for the store itself. For 
it has compelled them to get 
away from the rut—get out of 
the habit of eating at the same 
place and seeing the same people 
every day—a habit that is apt 
to prove fatal if indulged in too 
much. 

Then, too, it has impressed 
them with the importance of 
steadily widening their acquain- 
tanceship. 

It is a plan which has cost the 
store nothing. 

Yet— 

It promises to be one of the 
most successful plans ever in- 
troduced for increasing sales.— 
(UTPS). 











| your tocal paper or use in any mailing 
matter which you may desire. 

“Check up with your local papers 
and see that they list the program on 
their radio page as the Men’s Shoe 
Campaign. This will give the shoe in- 
dustry the maximum of advertising 
value in the newspapers. 

“A great deal depends on you. Why 
not make use of this important picce 
of publicity to attract additional cus- 
tomers into your store? We are send- 
ing you with this bulletin a card an- 
nouncing the Campaign with a picture 
of the five artists. Be sure that this 
card is placed in your window. It will 
fit and go particularly well in the pic- 
ture frame with which we supplied you 
last fall. Mention the broadcast station 
and hour in all of your local advertis- 
ing. If you and the other subscribers 
in your city will do this, you can in- 
crease tremendously the number of 
listeners who can be attracted to the 
program. All we ask of you is to urye 
them to listen to it once. We believe 
that after that they will be sure to 
tune-in each week at the proper hour. 

“We wish to emphasize that this ‘s 
your program, and if there is anything 
we can do to assist you to tie up with 
it locally, do not hesitate to ask us. 
If you have a radio program of your 
own, call attention in it to the Shoe 
Campaign program. Let us give Mid- 
night Mose and his Black and Tan 
Quartet all the advertising we can 
throughout the country so that it may 
be as effective as possible in increa 
ing the consumption of men’s footwear. 

“During the program, we also offer 
to supply anyone writing in, with the 
shoe booklet entitled, “How Well- 
Dressed Men Get That Way.” In re- 





sponse to the advertising last fall, we 
sent out thousands of these booklets. 
Be sure that you have some of these 
booklets on hand in your store, be 
cause the announcer in each program 
will state “Go to your local shoe dealer 
and procure a copy of this interesting 
booklet on men’s shoes.” These book 
lets can be procured from National Ad 
vertising headquarters for $3.00 per 
hundred. 

National Advertising Headquarter 
are at 1401 Metropolitan Building, Bos 
ton. The program will be broadcast 
every Wednesday evening at 7.4! 
Eastern Standard Time. 


Attempted Robbery of East- 
wood Store 


ROCHESTER, N. Y.—Burglars forced 
an entrance to the new East Avenu 
shoe store of William Eastwood & Sor 
Co. a few nights ago and attempted t 
gain entrance to the safe. The door 
was blown off with dynamite but the 
inner apartment could not be forced 
The cracksmen left empty handed 
Vice-President George Trentman re 
ported the affair to the police, but n 





arrests have been made to date. 
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— 
BEAUTIFUL BUCKLES 
ror FASTER FOOTWEAR 


Now Available at Prices Suitable for Shoes in All Price Ranges 


KOH-I-NOOR JEWEL SNAP BUCKLES 


These widely approved Symbols of Fashion have been 
FEATURED in the advertisements of many of America’s 


most Fashionable Footwear shops. 


Give your customers the advantages of this IMPROVED type 
of Buckle. Fit without Fuss or Alteration. Hold securely with= 
out marring or wearing out straps,—easily adjusted or re= 
adjusted to fit feet that swell or shrink from continual or 


unusual exertion. 


: : Send NOW for information, samples and 
Can be had in plain or on- list of £ / . , Il made to fit all widths of straps, 
graved metal, enamelled effects ist of manutacturers using these exceptionally dis ott os Ohi: bade 


or rhinestone settings. attractive buckles. 








Walk-Over 


























Fashionable Footwear 





Fascinating Fasteners for 








WALDES KOH-I-NOOR Inc. ®& 


nm 
PATENT 
World’s Largest Manufacturer of Fastening Devices LICENSEE 


LONG ISLAND CITY, N. Y. Snape 
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Men’s Shoes 








“A MAN’S DECISION” 


se 
THE aW. 3 


o<¢ 


Men’s 
Fine 
Shoes 
Old 
oe Co. 

Boston—183 Essex Street Brockton, 


N. Y.—915-917 Marbridge Bldg. Mass. 


SHOE 














WHERE TO BUY 


Women’s Shoes 











Ultra-Smart Sandals 
——— 


Complete color 
inations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 


DrS, 


eet ae 























WHERE TO BUY 


Sport Footwear 


O66 6 Fh eh 


rae MOCCASINS 


4 MAIN ST. 
|, WILTON. ME. 








WHERE TO BUY 


Shoe Forms 








TRANSPARENT OR WHITE 
SHOn E FORMS 


Light, Inexpensive 
Practically Invisible 


Linings and case num- 
bers seen when 
transparent form is in 
shoes. Write 


FAIRY 





Kentucky Passes Sales Tax 





Enactment of Measure, Over Opposition of Merchants, Likely 
to Prove Forerunner of Sales Tax 
Agitation Elsewhere 


LOUISVILLE, Ky.—The Kentucky shoe 
retailers along with the Louisville re- 
tail merchants have waged a hard fight 
to prevent passage of the State gross 
retail sales tax law, but the law has 
been passed, signed, sealed and is now 
in effect, as it contained an emergency 
clause, as revenue bills frequently do, 
which made it operative at once. 

This bill provides for a graduated 
income tax, on a percentage basis of 
gross sales, with no provision for re- 
turned merchandise, accounts uncol- 
lected, etc., and carrying penalties for 
failure to report by Feb. 1, gross sales 
from Jan. 1, to Dec. 31, of the previous 
year. 

Dann C. Byck, of Byck Brothers & 
Co., one of the largest retail shoe houses 
of Louisville, was one of the leaders 
in the fight to prevent passage of this 
bill, which he declares is vicious or 
malicious legislation, placing a premium 
of procrastination and inefficiency ; and 
penalizing the progressive merchant 
who has done a good merchandising 
job, and built up his business to a point 
worthwhile. While the law doesn’t 
affect the small store to any extent, it 
will trouble the medium-sized and large 
stores materially, such as the big inde- 
pendents, department stores, and of 
course the chains. 

This legislation is not merely of local 
or State interest, but is viewed as a 
dangerous piece of legislation, from a 
national viewpoint, in that if the bill or 














THE SHOE FORM CO., Auburn, N. Y. 





Design-Y our-Own-Shoes 
Proving Popular 


The newly established depart- 
ment at the I. Miller Shoe Salon, 
46th Street and Fifth Avenue, 
where exclusive and comprehen- 
sive service is given to customers 
who are desirous of designing 
their own footwear, is proving an 
innovation in merchandising and 
is attracting considerable atten- 
tion. 

It is stated that 38 orders were 
taken the first day, 33 orders the 
second day, and this pace is being 
maintained. Prices on the shoes 
ordered have varied from $20 to 
$47.50. 

A qualified stylist and several 
designers are stationed in this 
basement floor department to as- 
sist women in the selection of the 
leathers, colors and patterns and 
in the styling of their shoes. 
Many women have expressed 
their pleasure at the invitation 
extended them to try their hand 
at shoe designing and styling. 

Pastel shades and patent leath- 
er have so far been most in de- 
mand, and the orders placed call 
for patterns and lasts of the 
dressier types. 

Philip Dimin is in charge of 
the department. 


law is held constitutional it will be a 
pattern for legislation in many other 
States, and cause merchants untold 
worry, expense and annoyance. In fact, 
the sales tax idea is already being re. 
vived and discussed in New York and 
other States where previous attempts 
to pass such laws have failed. 

Another point is that there is ab- 
solutely no assurance that if the bil] 
is held constitutional, that succeeding 
legislatures may not revamp it, and 
double or triple the tax paid by the 
smaller merchants, or even the larger 
ones. The gas tax started at one cent 
and advanced to 5 cents on the gallon, 
or approximately 25 per cent of the 
retail cost of a gallon of gasoline. 

J. C. Fedler, Jr., of the Boston Shoe 
Co., one of the largest retailers in the 
State, held that the law would be a 
heavy burden ‘on stores with real 
volume of business, and while it will 
not have hardly any effect on small 
stores, it will materially reduce profits 
for the large ones. Mr. Fedler said: 
“This bill has been described as a very 
vicious piece of legislation. It is all of 
that and more. Of course we all have 
hopes that it may be killed on the 
ground of class legislation, or that it is 
unconstitutional on some grounds.” 

The Louisville Retail Shoe Associa- 
tion, of which Fred B. Kohler, of the 
Rodes Rapier Co., is president; and 
C. C. Stephens, of the Edwin Clapp 
stores, secretary; adopted resolutions a 
month ago in opposition to the bill. Mr. 
Stephens remarked that the bill would 
have but little effect on his store, but 
that it would very materially affect the 
big stores, especially the general stores. 

This bill started out to be a pro- 
gressive chain store tax law, calling 
for $25 tax on every retail store; $50 
on the second store owned by the same 
concern; $75 on the third and $25 extra 
on every store of the organization, it 
being a so called progressive chain store 
tax law. A similar law in Indiana was 
held unconstitutional by the Federal 
courts, and the Kentucky bill was then 
revamped into a gross sales tax law, 
and passed by an 85 to 4 majority in 
the house. The merchants then awoke 
to its dangerous phases, and worked 
hard and long to block it. The pro- 
ponents of the bill were grocers, bakers, 
druggists and food products establish- 
ments principally. The small merchants 
doing $50,000 or less; and perhaps up 
he ‘omen a year, were strong for the 
ill. 

A chain store fight in Lousville and 
over the South had much to do with the 
passage of the act. At any rate Ken- 
tucky now has it, and it can be ex- 
pected to bob up in numerous legisla- 
tures in the next few months. The bill 
is expected to yield tax of $1,500,000 
and upward. 

Chain stores may incorporate each 
store separately, and thus escape pay- 
ing high taxes on lumped gross sales 
of all stores in their chains. Such in- 
dividual units could be controlled by 
holding corporations, and escape the 
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tax aimed at them, it is believed. 














ZWHY WORRY 


ON TIME 


The Sport Shoe season is on—dealers are looking for 
their shoes—delivery of Sport Soles is important. 
Plantation Finish “Harco” Crepe Soles give real satis- 
faction and they cost no more—specify them on your 
sport footwear orders. 


NOTICE 
CUT BACK BEVEL 
EFFECT 


ne 


quaury 5 
S Prooul! 


HART WELL-HARTLEY CO 


RUBBER PRODUCTS 
MALDEN - MASS. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





The Last a ~ 
Word in 
Quality 


Slippers a 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


W. 8S. CHASE & SONS 
Haverhill, Mass. 


Prices from 
$2.16 to $3.50 


To Cooperate in Tan Shoe Week 


Rochester Merchants Also Discuss Foot Health and N. S. R. A, 
Radio Campaign at Largely Attended Meeting 


ROCHESTER, N. Y.—There was a rec- 
ord-breaking attendance on forty-four 
of Rochester’s shoe merchants at the 
second monthly meeting of the year, 
held at Hotel Seneca, Tuesday eve- 
ning, March 18. The large and small 
independently owned stores, the chain 
stores, department stores and clothing 
stores were well represented. The din- 
ner and business session were followed 
by a musical and athletic program put 
on by a committee composed of Eldege 
B. Belhumeur, Guy L. Bogard, Ernest 
R. Park, and Allen Draper. Mr. Dra- 





One of a Series 














Beston Office: Reom 501, Statler Bldg. 





IN-STOCK In Brown-Black and colors. 
MEN’S OPERA Combining style with com- 


SLIPPERS fort. Produced by the 
manufacturers of 


Poo 


Pullman Slippers. 
Nationally known. 
BALTIMORE, MD. 


Marbridge Bidg. 


a 


Samples and prices 
on request 
SWAN SHOE CO., INC. 
Manufacturers 


New York Office—Room 551, 





The Daytime Slipper 

First quality upper stesk, 

leather counters, tern me 

soles in natural 

GQnish, steel shank. Made over com- 
dination last oY skilled Italian 
shoemakers. and fits 
Gress shoe with, boudoir somfort. 

ORDER. A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 
Maehers of Hand Turned Footwoar 
1401 Central Parkway 
Cincinnati, Ohio 


WHERE TO BUY 


Store Fixtures 


HAVE 


NEW GOODWIN CATALOG | 


of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


( l GOODWIN & CO Inc } 


Worcester, Ma | 





| aL MILLER 


1. Miller launches 
his new effect 


stitcherie 
slippers 


. something different 
in a slipper 
decoration that 
appeals to the 
woman who MUST 
be individual . . . 





Yes... it  mod- 

ernistic, isn’t it? 

A touch of 1930 

that fairly sparkles with youth and charm ond the 
coveted beauty of uiter smortness... Contrasting 
stitchery to catch and emphasize the spirit of 
similar di ions on Springtime's most modish 
coats and dresses... Enthusiastic? OF COURSE WE 
are! Anti we'll venture o bit of o weger thot if 
you come jn-— today or tomorrow—that-you'll 
fee De eee 
slipper in its various engoging bi 

the stitcherie front-strap! 

A model ther gives a qroceful, slender 


line to the braoder foot and ai the 
ame Ane editors adequate support 


| $14.50" 

! Ciuiuel LER 

re PO pail Sez, 

$ OCI MAST OPE ARYL were ave OATER? 0 ae 
£ Opp Move str Almin Beton ns 5 Coe te 

Pienmleareany aA eenhr Aen , 

















Advertisements of this style, each 

featuring a particular shoe, feature 

this season’s newspaper campaign 
of I. Miller stores 
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per, Rollin Tuttle, and S. Whyland 
Jones contributed musical numbers. 

President William Pidgeon presided 
at the meeting. It was decided to make 
a drive to sell more tan shoes to men 
and boys by observing Tan Shoe Week, 
April 28 to May 3. A committee to 
work out a plan to gain the coopera- 
tion of all merchants in pushing ian 
shoes for day wear was appointed by 
President Pidgeon as follows: P. MM, 
Van Deventer, chairman; Leslie F, 
Watson, McFarlin’s; Madison Pierce, 
Eastwood’s; Ernest R. Park, Park- 
Brannock; "Harry H. Phelan, Phelan 
Shoe Co.; W. J. Maloney, Thom \c- 
An Shop: Walter B. Sizer, Foot Joy 
Shop. 

“oot Health Week,” April 20 to 26, 
was discussed, and it was decided not 
to take cooperative action, but to rv 
ommend to each merchant to plan jis 
merchandising with this in view. Presi- 
dent Pidgeon urged his fellow n 
chants to educate their trade to the 
need to a more frequent change of 
shoes for various occasions, thus lead 
ing to increased pairage. 

The announcement of the radio 
broadcasting program of the National 
Advertising Fund of the N. S. R. A 
“Midnight Mose and His Black and 
Tan Quartet,” created great interes: 
President Pidgeon urged the membx 
to listen in at the local station, WHE‘, 
the evening following and to tie up 
their advertising with the broadcast in 
the weeks to follow. 

Short talks were made by Geor: 
Trentman, Eastwood’s; Eldege B. Be 
humeur, Forman’s; Robert Moore, 
Hanan & Sons; P. M. Herman, I. Mi 
ler’s, and others. It was decided t 
hold the April meeting on the 22nd 
rather than the 15th, owing to Easte 
falling on the 20th. 


Daniel Weishaupt Dies 


MILWAUKEE, WIs. (UTPS)—Danie 
Weishaupt, 67, of 2319 Fond du La 
Ave., died here on March 15. Mr 
Weishaupt had been in the retail shox 
business for over thirty years in Mil 
waukee. He was well known to mem 
bers of the trade and took a great 
interest in furthering the retailing of 
shoes. He also conducted a repair shop 
in connection with his store. Surviving 
are his widow and two daughters. 


To Remodel Charlotte Store 


CHARLOTTE, N. C.—Plans for re- 
modeling the Roxe shoe store at 31 
North Tryon Street, redecorating th 
interior and the installation of new fix 
tures were announced recently by L. H 
Pollock of Asheville, president of Pol 
lock’s Shoe corporation. 

The Pollock organization, which op 
erates stores in North Carolina, Sout! 
Carolina and Tennessee, purchased thx 
stock and fixtures of the Rose Mari 
shop when it was placed in receivershi} 
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CHERRKO 
SANDALS 


E& § TOCK—immepiate DELIVERY 


CHEKKO 
BRAIDED SANDALS 





Are Well Made Braided 
Sandals. 


Finest Quality Leathers and 
of Durable Construction 


HELEN — Moulded sole, 13/8 


MARIE—Taan and white, tan and Cuban heel, all tan, $3.00; tan 


blue, tan and brown, $3.10. and brown, tan and blue, tan and 
: , shite, $3.10. All white, white and 
For Progressive Retailers ae ——_— 


POPULARLY PRICED 
FOR REAL MARKUP 


Order Now 


from This Advertisement 








be 
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Terms 5% 10 days welt 
MOLLY—McKay 13/8 Cuban net 30 days 


and 14/8 Louis heel—tan, brown ; 
and white, $3.50. Sizes 3 to 8 


MONTE—McKay 13/8 Cuban 
heel, all white, $3.50. 


All Leather—Entirely Hand Woven 


Chekko Braided Sandal Corp. 


303 FOURTH AVE. NEW YORK, N. Y. 
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WHERE TO BUY 
Men’s & Women’s | 
Slippers 


FA 1 6 Pe OP er ere 





In Stock 


$1.00 Black Kid 
Turn Sol 1- 


days. Rubber heels. 
Rights and lefts. 


WM. SUMNER SMITH 
325 Munroe St. Chicago, Il}. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Ras 


High Grade Turn Mules and D’Orsays 


Oatelog 
sont on 
request 





Qeeroooes: 09090006 
Turns only— Vannes 
reqwess.™ IN STOCK 





Ne. 141—Wos. 
Blaek Kid 
D’ Orsay — Full 
Leather Lined 
$2.65 


L. B. EVANS’ SON 
Ooo00eeeeeeees 





CO., Wakefield, Mass. © 


uality Style: 
Qu Character 
Merchandise (% 
at Popular: ° 


leathers 
Satins 
ees Sah Woolskins 
i vedes 
SENO FOR LATEST CATALOG NOW @& = J le 


KOZY KOMFORT SHOE MFG. CO 170! Richards St Milw. Wis 
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WHERE TO BUY 


Women’s Novelties 


6 66 Oe se ee 


All leather imported Czecho Sandals 
72 pair of a color and pattern to each 


case. 
Sample cases of moulded Berta, Sonia and Riga, 
else London McKay, can be shipped for your in- 
spection from New York. 
IRWIN W. DAVID, General Manager 
THE ® STERN CO., 303 Fourth Ave., New York 
Direct ractory repres: 





Store Planned to Please Men 
(CONTINUED FROM PAGE 48) 


doors, one on either side of a display 


| ease in which special attention is called 


to certain featured shoes. The doors 
themselves are an entirely new _ar- 
rangement in that they disappear into 
a recess, one to the right and one to 
the left, thus permitting a constantly 
open door which is most inviting and 
hospitable. . 

Fittings and furnishings of modified 
Empire period in a rich shade of brown 
mahogany, ceilings and side walls dec- 
orated in harmonizing colors, deep com- 
fortable chairs upholstered in rich 
brown plush, all combine to give an 
atmosphere of luxurious comfort which 
is at the same time distinctly mascu- 
line. 

The floor is covered with a thick, 
two-tone carpet of taupe and rose. 
This beautiful carpet, in addition to 
lending its color to the whole interior, 
serves wonderfully well as a silencer, 
deadening all sounds of a busy street 


| and making the store almost as quiet 


and as pleasant as a drawing room. 

A pleasing touch of color is added 
by the use of orange plush drapes at 
the rear doorway and over the windows 
in the upper wall. 

Old World decorative art is mani- 
fested in an ornamental wrought iron 
balustrade leading up to the spacious 
offices on the front mezzanine and con- 
tinuing across the open end. 

The semi-indirect method of lighting 
is used and the fixtures, constructed 
with a large central unit, having a 
circle of smaller lights beneath, dif- 
fuse a soft, shadowless illumination on 
ceilings, walls and floors. 

The Davis Shoe Co. opened their Los 
Angeles store eight years ago at 610 
South Hill Street, almost diagonally 
across the street from their present 
location. 


Maurice Weiss Resigns from 
Strassburger-Styles, Inc. 


NEW YoRK—Despite the recent de- 
nials of rumors that Maurice A. Weiss 
had resigned as vice-president and gen- 
eral manager of Strassburger-Styles, 
Inc., of Brooklyn, it was learned defi- 
nitely this week that Mr. Weiss has 
severed his connection with this firm, 
to take effect April 25. 

Mr. Weiss is well known both in the 
retail and manufacturing branches of 
the shoe trade. He was associated 
with Cammeyer as buyer and manager 
for a number of years, and later was 
connected with Stern Bros. He has a 
wide reputation as a style authority 
on women’s shoes and served for six 
consecutive terms as chairman of the 
Women’s Style Committee of the Na- 
tional Shoe Retailers’ Association. 


No Change in Firm Name, Says 
M. M. Larkin 


St. Marys, OHIO—M. M. Larkin, re- 
tailer of shoes and hosiery at 215 East 
Spring Street, who was recently re- 
ported to have been succeeded by M. M. 
Larkin & Sons, states that the business 
is to be continued in his name, as it has 
been for the past thirty years. 
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Piekenbrock Announces 
Plans 


DuBUQUE, Iowa.—At the last meet- 
ing of the directors of E. B, Pieken- 
brock & Sons Company, provisions were 
made whereby A. E. Piekenbrock ani 
J. E. Piekenbrock were appointed as a 
Board of Control to assume the respon- 
sibility of active management of the 
business. This places the business in 
charge of the third generation. 

E. B. Piekenbrock & Sons Company 
has been actively engaged in the shoe 
business, in Dubuque, Iowa, for sixty- 
four years, having been founded in 
1866 by E. B. Piekenbrock, Sr. For 
more than thirty years, the business 
has been actively managed by Messrs. 
E. B., Jr., F. J. and B. A. Piekenbrock. 
With the formation of the Board of 
Control, the younger generation will 
assume the responsibilities of manage- 
ment, at a time when they may still 
have the benefit of the counsel and ad- 
vice of the senior members of the firm. 

The Board of Control announces that 
the company will continue to manufac- 
ture a complete line of men’s fine welt 
shoes to retail in the $5.00 and $6.00 
price range. An aggressive program 
of modernization is being carried on to 
assure a high standard of merchandise 
and to improve in stock service. 


A Shoe Store Declares a Cash 
Dividend 


(CONTINUED FROM PAGE 45) 


own words in a letter written to me 
less than two weeks ago. The letter 
will speak for itself (read the letter). 

And now, what is the lesson? What 
does this experience mean to retailer, 
to salesmen, to manufacturer, to th 
entire industry? It is simply this. 
System of itself never saved a shoe 
| store, neither will educational depart 
| ments or printed books, or big size 
sheets, or convention talks. It may be 
a privilege which has come to me to he 
able to crystallize in simple terms thi: 
experience, as I have many others. But 
I hope this story may impress you that 
factual knowledge, and not guesswork, 
is a valuable thing; that earnings are 
not earnings until they can be identi 
fied in cash terms; that there is a wa) 
out of overstock and poor turnover. 
and that every factor in the industry, 
from tanner to retail salesman, must 
heed the words of Dr. Julius Klein, who 
said at Washington that the Govern 
ment of our country expects the retail 
merchant to put his house in order, to 
show an adequate but reasonable profit 
in return for his investment of tim 
and capital. 


Withdraws from Schmitt 
Firm 

MILWAUKEE, WIis.—R. T. Knippe! 
and Clarence H. Schmitt operating a 
retail shoe business under the name of 
Schmitt The Shoe Man have dissolved 
partnership and Mr. Knippel is now 
conducting the business at 3527 Nort! 
avenue under his own name. Mr 
Knippel has been with the Schmitt or 
ganization for the past 17 years, fiv: 
years of which he was partner in th: 
business. The store carries a complet: 
line of men’s, women’s and children’s 
shoes. 
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No. 1023—The Colonial 


= great-great-great grandfather of 
this shoe was good 300 years ago. 
It’s a great shoe today. 


Notice the distinctly Colonial appear- 
ance with an ultra-modern touch to get 
the novelty-loving fellows who buy shoes 
often. 


Then the more conservative laced out- 
side style for those who generally prefer 
a reserved pattern. 


Another attractive feature of this shoe 
is its popular price—5 dollars at retail. 


Hit Bros.Co. 


HUDSON TF MASS: 
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WHERE TO BUY 
Ballet Slippers 





ef the unusual kind 
8102 Gik. Kid Hand Ture 
Soft Toe 


to2— 1.46 
to8— 1.45 


Also Hard 
SOR W ARTS a — 2 — Inc. 
Boesiaiters Ballet Comfert $i 
341 Ye. 11th St., Philadelphia, 


BALLET SLIPPERS 


The recognized popularity and 
demand for Barney's slippers af- 
ford you an unusual profit oppor- 
tunity. 
Offer this appeal to your cus- 
tomers: The ideal for perfect bal- 
“ ance, support, 
ons comfort and 
economy in 
eo slippers. 
THEATRICAL 
AND STREET 
FOOTWEAR 











Send for our 
catalogue. 


America’s Leading Ballet and Toe Stupper 
House 


304 W. 42nd ST. NEW YORK 





BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
600—(Top Grade) 1.45 1.40 1.45 
609— i -25 1.30 
Coast Prices Slightly Higher 
Brooks Shoe Mfg. Co. 


Philadelphia— 
Swanson and Ritner Sts. 


Los Angelee—1162 So. Hill st. 


IN 
STOCK 








Soft Toe 
Turn 
Ballets 
Black Kid 
Expertly Designed Misses & 
Women’s Children’s 


Ne. 100—Regular 
Ne. 500—Buck Sole 


F. MALOTT SHOE CO., Monufact 
(15 Girard St. Ghiate 








In Stock Black Ballet 
* Slippers 

Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CoO., INC. 
147 Duane Street, 
New York City 











«KENDALL ,new nano, 
BALLET SLIPPERS _ 


IN STOCK 


Orders flled 
day scetees 














% KENDALL SHOE COMPANY 
HAVERHILL, MASS. 


* 


* 








New Penney Official 

















Walter A. Reynolds 


NEw YorkK—Walter A. Reynolds, a 
native of the State of Washington and 
born in Chehalis in that State in 1887, 
was elected a member of the board of 
directors and second vice-president of 
the J. C. Penney Co. at the annual 
meeting of the stockholders of that 
company in March. 

Mr. Reynolds has been identified 
with the company since 1923, having 
previously been merchandise manager 
for Rhodes Brothers, the leading de- 
partment store in Tacoma, Wash. 

His career, like that of the great 
majority of executives and directors of 
the Penney organization, is one of an 
ambitious young man, born in a small 
town, working hard and sticking to one 
idea until he made it good. 


He was still in school when he first | 


went to work for the Rhodes Brothers 
organization and acted as an extra boy 
on Saturday afternoons and the holiday 
seasons while he was completing his 
education. 

After he finished high school he went 
into the full time employ of the or- 
ganization and had been identified with 
it for twenty years when he was se- 
lected by the J. C. Penney Co. to be- 
come a member of its merchandising 
department. 

He was appointed general sales man- 
ager of the company on Jan. 1, 1929, 
and has won general recognition as a 
sales executive of resourcefulness and 
courage. 


Chance for Tariff Compromise 
[CONTINUED FROM PAGE 75] 


This would have resulted in protecting 
the shoe and leather industry and 
would not have been a burden on the 
consumer, but unfortunately Senator 
Walsh’s amendment was defeated. 

“Had the Oddie amendment been 
adopted by the Senate, there would 
have been no just basis for arriving at 
a proper rate by the conference commit- 
tee. The conferees would have been 
restricted to a final duty on hides of 
between 10 per cent ad valorem and 
the specific rate of 4 cents a pound; 
and this specific rate is equivalent to 
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20 per cent to 50 per cent ad valorem 

based on the quality of the hide. The 
| industry, therefore, could not afford to 
gamble on the outcome. 

“It is hoped that in the Conference 
Committee a just and fair arrangement 
will be reached to the benefit of the 
shoe and leather industry. Between th 
House rates 10 per cent on hides, 15 
per cent on most forms of leather, and 
20 per cent on shoes, and the Senate 
decision of all free, there should be 
basis for a satisfactory solution of th 
problem.” 


Omaha Shoe Dealers Strong 
for Reptiles 


OMAHA—Many of the retailers 
Omaha specializing in women’s shocs 
are coming out strong for reptiles in 
both straps and buckles. Both Her:- 
berg’s and Kilpatrick’s are now making 
a display of the early Spring styles an‘ 
both houses are playing reptiles up 
very strongly. In addition to thes:, 
Herzberg’s continue green kids in th» 
lighter tints. Kilpatrick’s are als 
playing patents rather strongly, as we'l 
as the lighter tans with bows. The: 
are in both the military and spike heel 

Natelson’s Style Shop is also shov 
ing the different colored kids in both 
bows and straps. 


Shoe Store Burned 


Avon, N. Y. (UTPS)—F lames of un 
determined origin last week destroye: 
the stock and damaged the buildin; 
of the retail shoe store operated by A 
Campo in West Main Street here. Th 
loss was estimated at $2,500, covered 
by insurance. 

The fire broke out after midnight 
and was not discovered until it had 
made considerable headway. The stor 
was burned to a shell. 





New Volk Brothers Store 
Elaborate Retail Structure 
[CONTINUED FROM PAGE 79] 


installed. The second floor will be de 
voted entirely to women’s shoes from 
$10 up. The third floor has been re 
tained for children’s shoes with much 
of the floor space featuring millinery 
and ready-to-wear. 

The fourth floor will be an exclusive 
ready-to-wear department. A popular 
priced dress department has been de- 
signed. An elaborate French room for 
imports and the. more ultra types of 
gowns will be one of the show places 
of the South. A sports room has also 
been designed as part of the floor. 

The fifth floor will house the general 
offices and those of the executives. Sam- 
ple rooms will be a part of the office 
| design. The sixth floor will be used as 
a service room for the window display 
department and other store require- 
ments. All stock throughout the store 
will be concealed behind panels. The 
floor space has been planned to carry 
the reserve stock for each department 
on the same floor. 

A dual type of heating system makes 
it possible for this unit to be utilized as 
a cooling system during the summer. 

Lenard Volk, head of the firm, to- 
gether with his son, Harold Volk, are 
enthusiastically observing progress on 
the building, which is expected to be 
completed by the middle of summer. 
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 TRONAD BOX TOES 


Trade-mark 


Product of Adams Mfg. Co., Est. 1829 


Exceptional workmanship and 
materials in the 
$5.00 class. 


Manufactured by 
CENTRAL SHOE CO. 
791 Tremont Street 
Boston 
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Ironad Box Toes preserve the graceful 
lines of the toe. 


DAVIS BOX TOE CO. 


IRONAD BOX TOE AGENCIES 


CANADA NEW ENGLAND ST. LOUIS CHICAGO 
McDowell & Lincoln Adams Mfg. Co., Inc. Steis & DeMunsch Co. Howard Irwin 
362 Notre Dame St., W. 10 High St., 2620 Cherokee St. 208 No. Wells St. 
Montreal Boston St. Louis Chicago 


60-62 Franklin Ave. 
Brooklyn, N. Y. 








CINCINNATI 
Aughinbaugh & Wortman 
1111 Sycamore St. 
Cincinnati 




















QUESTION... 


WHEN ARE WOVEN 
LEATHER SHOES CALLED 


(REGISTERED TRADE MARK) 


LOOK for TRADE-MARK 


ON EVERY 
GENUINE PAIR. 


Any infringement of the use of this name— 
“Deauville Sandals’—or of the word 
“Deauville” in connection with footwear 
—will be prosecuted. 
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ANSWER... 


When the trade mark, “Deauville Sandals,” is stamped on the 
soles, and proves that they are genuine. 

This trade mark is your protection against imitations. It is your 
customers’ guarantee of soft, long-wearing leathers, woven in new 
and fashionable patterns in the smartest, most feminine footwear 
for summer. 

Millions of women in every city, town and village of this country 
are familiar with this famous trade mark. The Deauville national 
advertising campaign is appearing in magazines read by intelli- 
gent women who value quality in footwear. 

When your customers come to your store for genuine “Deauville 
Sandals,” they will look for the name on the sole. Be sure you 
have done likewise when laying in your stocks! 


GOLO SLIPPER COMPANY 


129 Duane Street New York City 





WHERE TO BUY 


Dancing Sandals 





Popular Aesthete San- 
dal in Favn and 
Gyay suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
8206 El Rio Avenue, 


le Rock, 
Les P & California 
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WHERE TO BUY 


Dancing Taps 





TAP SHOES 


Without Taps 
Attached 


TAPS | 
200. por pr. 

eld tn lots of 
6 pairs only 





BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phila., Pa. 











WHERE TO BUY 
Athletic Shoes 


@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write today for complete 
catalog of ATHCO 
letic Shoes. 


Chicago, ttl. 


WHERE TO BUY 


Store Fixtures 





BETTER SHOE FITTING 
WITH THE 
BRANNOCK SCIENTIFIC 
FOOT-MEASURE 
Saves Sales—Makes Good Fitting Easy 


THE BRANNOCK DEVICE 
321 S. Salina Street, SYRACUSE, N.Y. 

















Billy Rogers 


Shoe Merchant 


[CONTINUED FROM PAGE 47 ] 


“ 2aee 
I don’t know that I can agree. .. . It’s 
different to what we did when I was a 
young fellow. . . . But I may be old 
fashioned, like Parker.” 

“No.” Billy spoke definitely at this 
reference to his old boss. “Parker may 
be old, but he’s not old-fashioned. He 
keeps a very close tab on every shoe 
store in town. He gets a trade report 
on every competitor once every year. 
He never misses a trick, I can tell you.” 

Morland looked genuinely astonished 
as he gasped: “Does he actually check 
up on every other shoe store’s financial 
condition? No wonder he always seems 
to know what’s what.” The older man 
drummed nervously on the desk for a 
full minute. Then he looked up and 
with a wry smile said: “Rogers, I 
guess you and me talk a different busi- 
ness language. Mebbe I’m wrong; at 
any rate you’ve made a go of it while 
I’ve skidded. Anyhow, I want to be de- 
cent. Suppose we both forget the past. 
I guess I haven’t been quite fair to you, 
although I sure felt I had cause to 
think you were double-crossing me 
whenever you could. So how about 
calling that part all off?” 

“Gee, Mr. Morland, you don’t know 
how glad I am to have you say that. 
Honest, it used to make me sick to see 
how you felt, and there didn’t seem to 
be a thing that I could do about it.” 

The two men then shook hands sol- 
emnly. They offered a contrast of the 
old and the new. Morland, with droop- 
ing mouth and a general woe-begone 
air, his clothes hanging carelessly on 
his spare frame. Billy, head erect, 
aggressive and optimistic. His clothes 
were well pressed and his whole ap- 
pearance gave an impression of well 
being. Billy was a firm believer in the 
value of a trig appearance. 

“Now about this store of mine,” 
Morland said. “Here’s the story in a 
nutshell. I have about a_ seventeen 
thousand dollar stock at original cost. 
Some of the stuff may not be worth that 
now. My fixtures cost six thousand, 
but I’ve written them down to twelve 
hundred. Sales for last year were 
rather better than twenty-six thousand. 
I’ve an eight-year lease on the store at 
two hundred a month.” 

“Of course you must have lost money 
last year,” Billy remarked casually, af- 
ter he had made a note of what Mor- 
land had said. 

“What makes you say that? Al- 
though as a matter of fact I did lose a 
little.” 

“Your rent is altogether too high for 
your volume. It’s over nine per cent. 
And your turnover is so low that it 
shows you have a whole lot of dead 
stock. And that lease of yours looks 
like a liability. The store would have 
to do about fifty thousand to justify 
that rent.” 

“It used to do that, and could again, 
with young blood going after the 
trade.” 

“Who owns the store?” 

“The Barlow Estate. 
trustee for it.” 

“How big is the store?” was Billy’s 
next question. 

“Don’t you know?” Morland asked 
with surprise. 


The bank’s 


I guess I do, Rogers. | 


“Not the least idea. I’ve never been 
in it. I suppose if I had been Parker 
I would have that knowledge, but | 
haven’t.” 

Morland looked up, and for the first 
time he smiled frankly. “I guess | 
misjudged you, Rogers. Tell you what 
let’s do. Let’s put on our things and 
walk over to my store. I'll... I'll be 
glad to have you look it over.” 

The two men walked over to the store. 
Billy felt bewildered at the change i 
Morland’s attitude. Then he decide 
that he had acted wisely in followin 
June’s wishes that he be considerate » 
the older man’s feelings. 

As he walked through the store, 
Billy said nothing. But he was frank 
ly disappointed at the look of the place. 
The windows were neatly, but colorless- 
ly, dressed. The store needed pai: 
both inside and outside. The store 
self was long and rather dark. The 
shelves were carried right up to the 
ceiling. There was a second floor just 
as large, but it was full of dust and dis- 
order. Boxes of shoes were piled care- 
lessly all over the place, A few empty 
wooden boxes were stood on end as 
makeshift shelves, but most of the 
stock was on the floor. There was also 
a big basement in which piles of empt 
cases were tossed in a jumble. Th 
place smelled dank and unpleasant. 

“You can see what a fine chanc 
there is to make the place attractiv: 
And there’s room to grow,” Morland 
said hopefully. 

Billy looked up suddenly and, on im 
pulse, said: “It’s nearly twelve o’clock, 
Mr. Morland. Will you walk over to 
my place and see what we are doing? 
And then let’s have some lunch to- 
gether.” 

Billy could not repress the sense of 
pride as he showed Morland his much 
smaller but smart and up-to-date store. 
He observed the expression on Mor 
land’s face as the latter observed the 
neat, well arranged stock, the little re- 
serve stock room equally tidy and every- 
thing as clean as a new pin. 

After the inspection Morland re- 
marked with a frankness which Billy 
hardly expected: “You can teach me 
something on stock keeping, Rogers. | 
can see now why you have been suc- 
cessful. And that damned _ waster 
Featherfew was supposed to keep my 
place in order. And the things he said. 

. .’ Morland stopped abruptly. 

“Of course, it’s easier to keep a small 
place tidy.” Billy felt the remark silly, 
but it was all he could think of to make 
it easier for his visitor. 

“Rogers,” Morland asked suddenly, 
“would you mind telling me how much 
business you do here?” 

“Not at all, Mr. Morland. Last year 
we did a little better than thirty thou- 
sand. But if things keep on as they 
have started, we will do nearer forty 
thousand this year. Of course, I’m not 
really responsible for the improvement. 
I have to thank Ju— Miss Solent, for 
keeping the figures right up-to-date. 
And she sure and then”—Billy felt 
a bit embarrassed—“‘and then Jack 
Brinstead has done a tremendous lot.”’ 

Morland glanced at Jack, to whom 
he had been introduced when he entered 
the store. “And your man Acks seems 
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TrRace Mann 


THE PERFECT INNERSOLE 


CUSHIONING 
RESILIENCY 


No amount of corrective construction in a shoe 
will afford real comfort if a hard, resisting inner- 
sole allows no relief to the occasional callous spots 
on the bottom of the foot. 


The advent of Onco with its perfect resiliency has 
changed the situation, for rigid tests have shown 
that the cushion-like surface of Onco allows the 
callous spot to sink into the in-sole; the weight 
of the body is distributed over the surface of the 
foot and soon the callous disappears. 


Such a comfort feature means much to the wearer 
and is reflected in her feeling of goodwill toward 
the dealer. 


SEO 


PERMANENTLY LIGHTER IN 
FLEXIBLE WEIGHT 


CUSHIONED UNIFORM MOISTURE 


IN QUALITY 
RESILIENCY AND THICKNESS ABSORBENT 


RETAINS ITS WILL NOT 
SHAPE DRAW THE FEET 


FOUNDED !16852 


Portland, Maine 


BRANCH OFFICES: 





N York Cit Boston, Mass. Chicago, Ill. 
233 Broadway” 76 Lincoln Street 110 Se. Sg Sage 
Atlanta, Ga. St. Louls, Mo. Pittsbur a. 
1023 Candier Bldg. 1012 Arcade Bidg. 1626 oliver he 
, Cal. Minneapolis, Minn. Montre 
ar Ae ay 736 Plymouth Bidg. 509 New ‘Dirks Bidg. 
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WHERE TO BUY 
Spats 


BOND STREET 
Pn Spats 


Styled in England— 
Equal in every way 
to the finest im- 
ported spats — but 
made over here and 


rect shades. Nation- 
ally advertised. 


Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 


Oh 6 ee ee 





GREATEST SPAT LINE 
OF THE INDUSTRY 


Taslored just a little nicer but price 
IMPERIAL SPAT MFG. CO 


d considerably lower 


DENVER COLO USA 


SPARTON 


SporPRe? ypars! 


This new 
idea in spate 
thie fall will 
make yeu 

BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 








DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 


Sete on request. 

STAR MFG. CO, EAR 
mn. and orris 
Sts., Philadelphia 














diate delivery—we 
maintain a com- 
plete stock of fine 
spats to retail from 
$1.50 to $5.00. 


Send for price 
lise. 
S. Rauh & Co. 


650 Sixth Ave. 
New York City 








to think you are all right. He talks 
about what a wonder you are, Rogers.” 

“He’s a great scout. And Mallory 
Hupp is another fine chap. I guess it’s 
my fellow workers, Mr. Morland, who 
are really responsible for our success. 
I’ve sure got a great bunch. I’m real 
lucky.” 

“Can’t agree with you. I don’t think 
the help can be better than the boss. 
That’s one thing I really believe, that 
the kind of help a man has is a reflec- 
tion of the man himself. Doesn’t speak 
well for me, does it?” 

“Let’s go eat,” Billy 
awkward. 

The entrance of the two men created 
a small sensation in Felkington’s res- 
taurant. The regular habitues knew 
of the rivalry between the two; and 
now here they were dining together 
with every evidence of good will. 
ders never cease! 

After they had ordered, Billy asked 
about Morland’s book accounts. He was 
surprised to hear that they were over 
four thousand! The whole thing 
seemed to Billy such a jumble and in 
such a hopeless condition that he hardly 
knew how to proceed. He then thought 
of one of Jack’s pet expressions: “If 
you want to tackle a problem, break it 
down and tackle it piece by piece.” He 
decided that would be a good way to 
proceed, so he approached the subject 
by saying: 

“Mr. Morland, if we can work out a 
plan of buying your store, I want to do 
it. I want to give you all it’s worth, 
and I want you to make as good a trade 
as possible. I mean I want you to get 
all the cash you can out of it.” Billy 
felt that he had made a mess of trying 
to express himself. 

on couldn't ask more than that, could 


said, feeling 


“I wonder if the best way wouldn’t 
be to take item by item and see if we 
can agree on it that way?” 

“T’d sooner have a flat offer,” Mor- 
land demurred. 

“It would come to the same thing in 
the end. Take this matter of accounts 
payable and receivable. I suggest that 
you keep them. You pay your own 
bills and collect your own accounts. 
Then you will get every penny they are 
worth.” 

“But I don’t want to bother with the 
collections.” 

“Perhaps we could collect for you. 
Suppose we did it and turned over to 
you all the money once a month, and 
charged you five per cent for the 
trouble? At the end of three months, 
I should think you would want to let 
your lawyer collect what’s left.” 

After some further discussion, Mor- 
land agreed to this arrangement, ex- 
cept: that there was to be no collection 
charge for the first two months and 
then five per cent for the next two 
months, after which Morland would 
take over the balance. He pointed out 
to Billy that the cost of collecting for 


the first two months was offset by the | 


opportunity to keep the customers. 

The rent question Billy said he would 
take up with Blunt. 
was stubborn. He said quite definitely 
that he would not pay anything for 
them. Finally they agreed to accept 
the valuation of Parker, in whom they 
both had absolute confidence. 

It was when they got to the question 
of merchandise valuation that they 


struck a real rock. Morland felt that | 


94 


Wor- | 


Billy should pay original cost, and any 
loss he might have to take could be con- 
sidered as good-will. But Billy recalled 
painfully the big loss he had taken 
when he cleaned out his own dead stock, 
Finally Billy thought it would help to 
tell Morland of his experience. 

When he had finished, Morland 
gasped: “Do you mean to tell me that 
you sold your old stock for a dollar 
thirty-five a pair? And they cost you 
more than twice that, and you had 
them in stock for less than a year, some 
of them?” 

“That’s what,” Billy replied grimly. 
The thought of it still hurt. 

“I wouldn’t think of taking any such 
licking as that,” Morland replied de- 
cisively. 

“That’s what I said, Mr. Morlani. 
And I spent some days in New York 
| and then went to Boston. I wouldn't 
| believe it until I found out for myse!f 
that dead stock is dead. I know that if 
I bought your stock I should take ail 
your dead numbers and sell them right 
away for what they would fetch. | 
should go to Craven’s in Boston again 
and turn ’em into such cash as the 
would fetch and start with a clea 
slate.” 

For another half hour the two me 
discussed the ticklish question of me 
chandise values. Then Billy said: 
tell you what I'll do. I'll take the stui 
to Boston for you. You come with m« 
And you can have every penny we get 
You just pay my expenses and I'll d 
the best I can for you. The other stoc! 
we’ll take over at invoice cost, less cas! 
discounts.” 

“But I didn’t get my cash discounts,’ 
Morland objected. 

“I do, and I couldn’t possibly afford 
to lose them.” Billy insisted on th 
point and finally won it. 

It was seven o’clock before the tw 
men finally parted. It was left that 





| Morland was to think over Billy’s gen- 


eral proposals while Billy was to visit 
the store and go through the stock with 
Morland. The stock matter was left 
as follows: All men’s shoes over two 
years old were to be considered definite- 
ly as antedated and to be offered to 
Craven’s in Boston. All women’s shoes 
over eighteen months old were likewise 
to be sold to Craven’s. The rest of the 
stock would then be gone over carefully 
and an attempt made to agree as to 
what was unsalable at its present 
price and what was worth its original 
cost, the items which had to suffer a 
markdown to be repriced at market 
price and from that figure a thirty-five 
per cent discount taken to establish 
purchase price. 

For several days Billy and Morland 
went over stock. They argued, some- 
times quarreled, but by and large, they 


| got along much better than either of 


them expected. 
June was quite excited over the prog- 





On fi Billy | 
2 oe Se | doing better than they could have done. 


ress. She felt that Billy was handling 
the matter with skill and tact and her 
admiration for him grew. Jack Brin- 
stead advised to the best of his ability, 
but he agreed with June that Billy was 


June snuggled to him as 
But 


“Honey,” 
she spoke, “I’ve always loved you. 


| I’m getting to be ever so proud of the 
| way you have grown in the past two 


years. You couldn’t have handled Mor- 
land two years ago.” 
“Look at the help you’ve given me, 
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EVERYWHERE IN THE 





WORLD 
EASY 
WALKING 


dependent upon proper 


foot development from . . . 


Ideal No. 381 
(last 44) 


BABYHOOD 


Everywhere the world over easy 
walking is dependent upon proper 
foot-care in childhood. 


Scientific study of foot develop- 
ment has been the foundation of 
Ideal Baby Shoes. The many facts 
discovered in these studies have 
been incorporated in our sales 
plan for the use of all Ideal Baby 


Shoe merchants. 


The success of this plan is evident 
in the increased sales and hearty 
endorsement of hundreds of mer- 


chants. 


MRS. DAY’S IDEAL 
BABY SHOE CO. 
DANVERS, MASS. 
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WHITE ELK 


Heretofore a problem to clean but now 
easily solved by using CAVALIER’S 
latest development—White Elk Cleaner. 
Removes dirt and stains quickly; leaves 
leather WHITE. 


WHITE KID 


The popular leather for warm weather 
wear. CAVALIER White Kid Cleaner 
keeps this spotless, also bleaches, whitens 
and shines. 


WHITE CALF 


The Finish of this attractive dull white 
leather is kept snowy white and dull by 
using CAVALIER’S new product—White 
Calf Cleaner. 


If you want prices and full information 
on Cavalier Products, ask your Shoe 
Findings Dealer (Cavalier not sold to 
drug or grocery trade) or write direct to 


CAVALIER 
CORP. 
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WHERE TO BUY 
Children’s Slippers 
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IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
887 Fourth Avenue 
New York 
828 W. Jackson Blvd. 
Chicago 


1807 Washington Ave. 
St. Louis 
49 Fourth St. 


San Francisco, 
Factory, Danvers, Mass. 
Send for Catalog 








Baby Shoes! 


64.80 to $9.00 dos. 

All colors—all styles! 

Bend for Samples!! 
BOSTON BABY 


Me. 1014-1016 Harries 
Ave., Bestes 








Approved by Medical Men 
, me, fully ventilated ‘ 


mend its use. 


Burkley Shoe Co. 
(166 Me. Main St. 








Breekton, Mass. 
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WHERE TO BUY 


Shoe Ornamenis 
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MESH BOWS 
ARE NOW 
POPULAR 


Ass’d Styles, Samples on Request 


_ THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 








ORNAMENTS 


A rfected metal clip featured on our 

leather and fabric bows, which eliminates 

sewing, stapling and defacement of the 

shoe. It is quickly attached and detached. 
We specialize in metal bows and 
buckles and expertly designed ceptilian 
bows in all shades. 


Renown Leather Products, Ine. 








54 West 2lst St. New York City 








dearest. That’s what’s done it. But 
I’ve a heck of a long way to go before 
I'll be a real big shoe retailer. You 
know, June, two years ago I figured 
I knew a thing or two. Now I only 
hope I keep going until I really get 
onto the curves of running a shoe store. 
The more you know, the more there is 
to learn. But I’ve mastered one thing. 
I know this much, and I don’t mean 
perchance. I know you are the best lit- 
tle pal a guy ever had. And April 
can’t come too soon for me.” 

June looked up with liquid eyes that 
sparkled and shone with affection. “Big 
boy, Jet's try and always have it that 


way. 

At Professor Brinstead’s request, 
Blunt agreed to hear the report on 
Billy’s negotiations and to express his 
opinion on the soundness of them. Billy 
had several long talks with Blunt and 
rather surprised that level headed 
banker. He found that Billy had de- 
veloped a keenness of judgment and a 
mental alertness that he found quite 
extraordinary. 

It was the middle of March before 
something like a definite plan had been 
worked out. Jethro Blunt sat himself 
down to write to the professor. He 
smiled grimly at certain passages in his 
letter, but finally it was written and 
mailed. 

Professor Brinstead first smiled, then 
chuckled and finally laughed heartily 
as he read the letter. “I think Jack’s 
future will be safe with Billy Rogers,” 
he said to himself as he wiped his eyes. 


Louisville Merchants Plan 
Publicity 


LOUISVILLE, Ky.—The Louisville Re- 
tail Shoe Association will not hold its 
annual style show this year, but is plan- 
ning some _ cooperative advertising 
events. 

At a meeting attended by 20 mem- 
bers, on March 11, it was decided to 
arrange for some local publicity and 
newspaper advertising in connection 
with National Dress Up Week, starting 
April 10, with a special Lousiville sec- 
tion to appear April 13, (Sunday,) and 
arrangements will be made with the 
Louisville Courier Journal, shortly, to 
handle the advertising and publicity in 
connection with the event. 

It is also planned to do some local 
advertising for Foot Health Week, 
starting April 21; and cooperative ad- 
vertising for Tan Shoe Week, starting 
April 28, to stress early purchase of 
tan shoes, before the sport shoe sea- 
son gets under way and has a tendency 
to slow down tan sales. 

Newspaper advertising men will sub- 
mit layouts and material at the next 
meeting of the club. 


Richard Pohl, Milwaukee, Dies 


MILWAUKEE — Following a_ three 
months illness, Richard Pohl, Milwau- 
kee retiler, died March 3. Mr. Pohl 
was proprietor of the Corrective Shoe 
Store corner Wisconsin and 8th Street, 
having had a long experience with some 
of Wisconsin’s largest shoe stores in 
their efforts to raise shoe fitting to a 
higher level. He is survived by his 
widow. 


Manufacturers Predict 
Good Gain in March 


CINCINNATI, OHIO — Shoe manufac. 
turers are predicting that the pro. 
duction in this section for the month 
of March will be ahead of that for the 
same month of last year. Taking the 
first two months of the year as a whole, 
business in the manufacturing district 
was rather slow and the average fac. 
tory only operated at about 50 per 
cent capacity, although there was one 
here and there operating on a full-time 
basis. 

Quite a few orders for Easter sales 
were being received even after the 
middle of March and factories are doing 
their utmost to fill every order that 
comes in, regardless of size. 

A great deal of the cutting during 
the first part of March was on blacks, 
beiges and whites. The way the last 
half of the month started off, it is 
thought that there will be an increase 
in this cutting in proportion to the 
amount being done on other colors. 

Many of the orders for whites specify 
immediate delivery but the majority of 
the larger ones call for a few cases for 
immediate sales and the balance are to 
be shipped in installments all along 
between now and summer. 


Ct i 


WHERE TO BUY 
Spats 





CHURCH’S 
Imported LINEN Spats 
in white, grey and tan, also SAILOLOTH 


te. 
Teed for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 

















Ideal Spats 
and 


Ornaments 


Spats, $10 to $32 doz. 
prs. Rhinestone orna- 
ments for Strap and 
Vamp, and_ Colonial 
Buckles, $2.50 to $18 
doz. prs. 

Straps, Metal 

Steel Buckles of 
rious prices. 


MANOLIS MFG. CO. 
4248 N. Crawford Ave., 
CHICAGO 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
a MEN’S and BOYS’ - 


Goodwill Shoes’. 


“For Hard Service and LongWear’ 


Te) 3 
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“DUANE LEADS AGAIN” 





Fashion for Spring goes to 


BRAZIL LIZARD 


THESE MODELS CARRIED IN STOCK 


v 


In Patent Leather trimmed 
with Barrett’s Natural 
Brazil Lizard Calf, piped 
with Silver Kid. $3.75 


In Kaffir Kid trimmed with 
Barrett’s Natural Brazil 
Lizard Calf, Piped with Sil- 
ver Kid. $3.75 


In Beige Clair Kid trimmed 
with Barrett’s Beige Clair 


Brazil Lizard Calf, piped wyywwwwwwwwvwvwvyv 
VVUVVVV VV VV VOY with Gold Kid. $4.00 THE “LUPE” 


THE “RITZ” 








In Barrett’s Beige Clair 
Ring Lizard Calf trimmed 
with Beige Clair Kid, piped 
with Gold Kid. $4.25 


In Blue Kid trimmed with 
Barrett’s Blue Ring Lizard 
Calf. $4.00 


Also other attractive com- 
binations. 


All Models carried in 14/8 
Baby Spanish heels, as well 
as 19/8 Spike heels. 


A—B—C Widths 
3 to 8 Sizes 








VVVVVVVVVVVVY VVVVVVVVVVVVY 
THE “CAMEO” bau THE “NOELETTE” 
WARNING !! 


Duane Shoe Company has registered and copy- 

righted in Washington the word and name 

DANCETTE Pump and design. Protective 

measures will positively be taken against any 

concern or individual infringing in any way 
upon such copyrights. 


“A Good Line Deserves Popularity” 


DUANE SHOE COMPANY (2 Det Sse 


FACTORY—MARLBORO, MASS. 
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THE 


VvvvVv 


Business 


CALIFORNIA—Escondido—Edmund Parkhurst 
(“New York Store’); boots, shoes, etc.; sold 
to Sidney Moosnick. 

Santa Paula—John H. Lund (“The Tog- 
gery’’); boots, shoes, etc.; sold or closed out 
business. 

GEORGIA — Rossville — Moore’s Dry Goods 
store (J. L. Moore, Prop.) ; boots, shoes, etc. ; 
sold or closed out business; moved to Chicka- 
mauga, a. 

ILLINOIS—Carlinville—Schoenherr Bros. & 
Co.; boots, shoes, etc.; reported liquidating. 

Chicago—Siegel & Abramms (S & A Dept. 
Store) (8036 S. Ashland Ave.); succeeded by 
Siegel & Rosen. 

Bernard-Hewitt & Co., Inc. (Jackson Blvd. 
and Green St.); mail order shoes, etc.; name 
changed to John Reed Co. 

Abraham Levin (211544 W. 22nd St.); boots 
and shoes; succeeded by Mrs. Abraham Levin. 

Sam Tushner (3602 W. 16th St.); boots and 
shoes; reported sold or closed out business. 

Pana—Duez Bros.; boots, shoes, etc.; partner- 
ship dissolved; succeeded by Joseph Duez. 

INDIANA—Anderson—Fadely & Ulmer, Inc. 
(880 Main St.); boots and shoes; incorporated. 

Fort Wayne—Theodore J. Israel Co.; boots, 
shoes, etc.; succeeded by Israel-Butler Co. 

Hammond—Sigmund Waxman; boots, 
etc.; sold or closed out business. 

IOWA—Onawa—E. C. Armstrong; boots, 
shoes, etc.; succeeded by Frank Wilkins. 

KENTUCKY—Louisville—The Gekco Co. of 
Louisville; boots and shoes; inc. authorized 
capital $25,000. 

Versailles—Leo Newhoff; boots, 
sold or closed out business. 

MAINE—Bangor—Miller & Webster Clo. Co.; 
—— shoes, etc.; succeeded by E. Earle Her- 
rick. 

MASSACHUSETTS—Boston—Reservoir Shoe 
Repairing Shop; boots, shoes, etc.; business 
certificate filed by Georgia Valias. 

Michael Peirott (730 Dudley St.); boots and 
shoes; reported succeeded by David Werbener. 

Fall River—Chas. J. Feinberg (The Value 
Shop) (418 S. Main St.); boots, shoes, etc. ; 


reported retired. 

Haverhill—Sibulkin & Friedman, Inc.; shoe 
manufacturers; filed $5,200 increase of pre- 
ferred stock. 

Lynn—Sibulkin & Sons Shoe Co.; shoe manu- 
facturers; inc. authorized capital $50,000. 

Taft Shoe Co., Inc.; shoe manufacturers; inc. 
authorized capital $50,000. 


shoes, 


shoes, etc.; 


Bousiness 
BAROMETER | 


Changes 
Shoe crafts, Inc.; shoe manufacturers; name 
changed to Delmark Shoe Co. 
MICHIGAN—Battle Creek—Skinner & Titus; 
boots, shoes, etc.; sold or closed out business. 
NEW JERSEY—Camden—Albert B. Mann; 
boots and shoes; succeeded by The Shoe Box, 


Inc. 

NEW YORK—Brooklyn—Aperion Shoe Store; 
boots and shoes; inc. authorized capital $20,000. 

John A. Cordes (505 Ralph Ave.); boots and 
shoes; sold or closed out business. 

Wichert Shoe Mfg. Corp.; shoe manufactur- 
ers; inc. authorized capital of $35,000. 

New York City—Boulevard Bootery, Inc. (498 
E. 174th St.); boots and shoes; sold or closed 
out business. 

M. Braverman & Sons; boots and shoes; inc. 
authorized capital $50,000. 

Barna’s Crochet Shoe Co., Inc.; boots and 
shoes; inc. authorized capital $20,000. 

Engel & Waxman (29 W. 46th St.); boots 
and shoes; partnership dissolved; succeeded by 
Harry Waxman. 

Syracuse—C. H. Bristol; 
reported selling or sold out. 

NORTH CAROLINA — Mount 
Ridge Clo. Co.; boots, shoes, etc.; recently 
commenced business. 

OHIO — Cleveland—Brofman & Goldfarb 
(“Waterloo Dept. Store”) (15504 Waterloo 
Road) ; boots, shoes, etc.; partnership dissolved ; 
succeeded by Harry Goldfarb. 

Goldie’s Shoes, Inc.; boots and shoes; 


corporated. 

Columb Bros. Co. (5 East Gay 
St.) ; boots, shoes, etc.; inc. authorized capital 
$25,000. 

The R. L. Taylor Co.; boots and shoes; inc. 
authorized capital $10,000. 

Lorain—Rosenfeld-Levy Co.; boots, 
etc. ; incorporated. 

Toledo—National Shoe Service, 
and shoes; incorporated. 

Sprenger, Inc. (838 New Central Ave.); boots, 
shoes, etc.; incorporated. 

OREGON—Portland—J. Weiner & Co. ; boots. 
shoes, etc.; inc. authorized capital 50,000. 

PENNSYLVANIA—Shenandoah—Joseph W. 
Brennan (13 Main St.); boots, shoes, etc.; sold 
out business. 

SOUTH CAROLINA — Florence — Economy 
Shoe Store, Inc.; boots and shoes; inc. author- 
ized capital $8,560. 

WISCONSIN—Kenosha—Grotsky Bros. (2810 
Roosevelt Road); boots, shoes, etc.; partnership 
dissolved; succeeded by Harry Grotsky. 


boots, shoes, etc. ; 


Airy — Blue 


in- 


M. h. 





shoes, 


Inc.; boots 








Failures, Embarrassments, Etc. 


CALIFORNIA—Huntington Park—Felix Zre- 
biec (6205 & 6349 Pacific Blvd.); boots and 
shoes; reported assigned. 

CONNECTICUT +Hartford—Simon Honiberg 
(1419 Main St.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

FLORIDA—West Palm Beach—Frank Harri- 
son Shoe Store, Inc.; boots and shoes; reported 
petition in bankruptcy. 

Hub Clo. Co., Inc. (411 Clematis Ave.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

ILLINOIS—Chicago—lIsadore Schatzman (1346 
S. Halsted St.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

Palatine—A. Breslaner; boots, shoes, etc.; re- 
ported asking general extension. 

KENTUCK Y—Hazard—Taulbee & Co. (Matt 
Taulbee); boots, shoes, etc.; reported petition 
in bankruptcy. 

LOUISIANA—New Orleans—Jacob Ezkovich 
(Levin’s Shoe Store) (1607 Frenchman St.) ; 
boots and shoes; reported offering to compromise 
at 25 per cent. 

MARYLAND—Frederick—Jacob A. Simon 
(“Frederick Bargain House’) (239 N. Market 
St.) ; boots, shoes, ete.; reported petition in 
bankruptcy. 

MASSACHUSETTS—Boston—Wasser - Abra- 
ham Co., wholesale boots and shoes; reported 
asking for receiver. 

MICHIGAN — Detroit — Agnes Kulick (201 
Vandyke Ave.) ; boots, <hoes, etc. ; reported peti- 
tion in bankruptcy. 

MICHIGAN—Detroit—State Cut Rate Stores 
(864 Michigan Ave.) (Fort St. and Jackson 
Ave.); boots, shoes, etc.; reported petition in 
bankruptcy. 


Kalamazoo—Ray Scher (Ray’s Cut Rate Store) 
(224 E. Michigan Ave.); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

MINNESOTA — Minneapolis — Bronson Steel 
Arch Shoe Co.; boots and shoes; reported peti- 
tion in bankruptcy. 

Foshay Shoe Corp. (27 N. 4th St.); men’s 
shoe manufacturers; reported petition in bank- 
ruptcy. 

MISSOURI—St. Louis—Gaylor Levin Shoe Co. 
(513 Washington Ave.); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Abe Newman (5448 Southwest Ave.); boots 
and shoes; reported petition in bankruptcy. 

MONTANA—Billings—R. C. McIntosh (Star 
Clothing Co.); boots, shoes, ete.; reported as- 
signed. 

NEW YORK—Brooklyn—Jack Goldberg (765 
New Lots Ave.); boots, shoes, etc.; reported 


assigned. 

Joseph Fishman (4625 New Utrecht Ave.); 
boots and shoes; reported petition in bank- 
ruptcy. 

J & O Shoe Manufacturers, Inc.; (164-170 
Tillery St.); manufacturers ladies’ fine turns; 
reported offering to compromise at 25 per cent. 

Sol Leibowitz (1423 Mermaid Ave.) ; boots and 
shoes; reported called meeting of creditors. 

New York City—Leo Kellerman; boots 
shoes; reported called meeting of creditors. 

Al Tanney, Inc. (3803 Broadway); boots 
shoes; reported called meeting of creditors 
March 20. 

Gabriel Silinsky (180 Bowery); boots, shoes, 
etc.; reported assigned. 

NORTH CAROLINA—Burlington—Sam Hock- 
field; boots, shoes, etc.; reported petition in 
bankruptcy. 


and 


and 
for 
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Bankruptcy Proceedings 


‘ 
‘ 
> 


Roanoke Rapids—B. Marks (Mrs. _ Rosa 
Marks); boots, shoes, etc.; reported offering to 
compromise at 33 1-3 per cent. 

Rocky Mount—R. L. Chesson; boots, 
etc.; reported offering to compromise at 
cent. 

OHIO—Columbiana—Dickinson Bros. ; 
shoes. etc.; reported assigned. 

Youngstown—Harry Schwartz (361 E. leder. 
al St.); boots and shoes; reported offeriny t, 
compromise at 25 per cent. 

PENNSYLVANIA — Edwardsville — Herman 
Fisher; boots, shoes, etc.; reported petition jn 
bankruptcy. 

Minersville—Israel Lintz; boots, shoes, etc.: 
reported petition in bankruptcy. 

Peckville—Perez Chait (Peckville Dryoods 
Co.); boots, shoes, etc.; reported offeriny to 
compromise at 25 per cent. 

Pittsburgh—Robert F. Burnette (Bobby’s Shoe 
Store); boots and shoes; reported petition in 
bankruptcy. 

Reading—Reuben Marks (52 S. 
boots, shoes, etc.; reported petition 
ruptcy. 

SOUTH CAROLINA — Greenville — Martin's; 
boots, shoes, etc.; reported petition in bank 
ruptcy. 

Winnsboro—Profist Co., 
etc.; reported offering to 
per cent. 

TEXAS—Palestine—Farris Dry Goods §S 
boots, shoes, etc.; reported petition in | 
ruptcy. 

Staton—Men’s Store; boots, shoes, etc.; re- 
ported offering to compromise at 25 per cent 


New Shoe Dealers 


Ss. D.—J. Edgar 


hoes, 
) per 


cots, 


7th = 
in hank- 


Inec.; boots, st 
compromise at 36 


oes, 








Lake Bouchard 
(soon). 

Monroe, La.—Joe Gottliet. 

Paris, Ark.—J. L. Robinson. 

New York, N. ¥Y.—Dave’s Bootery, Inc., Kings 

Camden, N. J.—The Shoebox, Inc., 548 Fed- 
eral St. 

Bucyrus, Ohio—Smith Shoe Store, Inc. 

Louisville, Ky.—Palmer Shoe Co. 

Detroit, Mich.—Foot Saver Shoe Shop. 

Trenton, N. J.—Trenton Department Store, 
Everett Bldg. 

Groton, N. Y¥Y.—Underselling Store. 

Ashland, Ky.—Fleming’s Bootery, Third Nat. 
Bank Bldg. 

Waynesboro, Pa.—Young Men’s Shop, 27 W. 
Main St. 

Waynesboro, Pa.—R. & G. Store. 

Woodward, Okla.—Sam W. Butler. 

Luzerne, Pa.—Wm. Michelson. 

Minersville, Pa.—John E. Griffiths. 

Gainesville, Tex.—A. I. Stone. 

Whitewater, Wis.—Sam Essocks. 

Sheffield, Ala.—The Bootery, 
Bldg. 
Bakersfield, Cal.—The Public Shoe Stores. 

New York, N. Y.—M. Braverman & Sons. 

Tucson, Ariz.—Montgomery Ward & Co., N 
Stone Ave. 

Peniel, Tex.—H. C. McElroy. 

Birmingham, Ala.—A. Bolus, 
Road. 

Zam, Ohio—W. FE. Roderick, Roderic’ 

Z. 


Preston, 


Ritz Theater 


6017 Georgia 


Farwell, Mich.—C. Updergraff. 
Spalding, Neb.—Frank Perll. 


Birmingham, Ala.—A. J. Mathis, 19t} 
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Caldwell, Tex.—Aaron Seigle. (soon). 

Malvern, Ark.—S. B. C. May. 

Alta Vista, lowa—McCay Bros. 

Marcus, Iowa—Ben Baron. 

Perth Amboy, N. J.—Central Bargain Stor: 
219-A Smith St. 

Beckley, W. Va.—Benjamin Hervitz. 

Union City, N. J.—Miles Shoe Co., 768 Ber 
genline Ave. 

Canova, S. D.—Paul F. Koepsell. 

Washington, Kan.—J. C. Penney Co. 

Hamilton, Mont.—J. C. Penney Co. (soon). 

Pine Bluff, Ark.—J. J. Newberry Co., 316-1 
Main St. 

Torrance, Cal.—J. J. Newberry Co., El Prad 
& Sartori Sts. 

New Hampton, Iowa—John & Kieren McKa) 

Charles City, Iowa.—Ernest Westbury, 316 N 
Main St. 

Rogers, Ark.—D. & H. Department Store. 


[TURN TO PAGE 105, PLEASE 
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SOMETHING NEW! 
DURA-KALE STYLE 1000 


DURA-KALF was developed to meet the 

demand for a satisfactory substitute for 

FOR leather—a substitute that, for such uses as 
VAMP we might recommend it, would equal 


leather in appearance, workability and 


LININGS wear. 


Up to the present time we have made no 
attempt to feature Coated DURA-KALF, 
but the demand has now become so insis- 
tent that hereafter Coated DURA-KALF 
in standard colors and grains will be fur- 
nished to the trade. This new number will 
be known as DURA-KALF STYLE 
1000. 


DURA-KALF STYLE 1000 has the mel- 
low texture, fine grain and depth of color 
that will give quality service, comfort and 
style. 


U. S. A. Pat. April 4, 1922 


FOR DURA-KALEF cuts clean, without waste 
QUARTER and can be plied up and cut in multiple, all 


LININGS of which tend toward economy. 


Samples, prices and complete information 
furnished on request. 





RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U. S. A. 


AMERICAN REPRESENTATIVES 
New York City, RESPRO Inc. - : - - 225 Fourth Ave. 
St. Louis, Mo., JULIUS GLASER & co. - - . - : - - - 1113-1115 Locust St. 
Cincinnati, Ohio, J. LEVY SONS - - . - - - - - - 107 East Third St. 
Milwaukee, Wis., K. O. SCHNEIDER - - - - - - - - - 630 East Water St. 
Rochester, N. Y., ELMER W. DAY - - : - : - - - - - 24 Andrews St. 
Haverhill, Mass.. BAILEY & BAYLEY - : . - 18 Granite St. 
REPRESENTATIVE FOR GREAT BRITAIN AND COLONIES, EXCEPT CANADA 
LIVINGSTON & DOUGHTY, LTD. MILLSTONE LANE LEICESTER, ENG. 
Coens. EUROPE REPRESENTATIVE 
ALBEKO, G. M. B. H. : ° Frankfurt a/M, GERMANY, and Vienna, AUSTRIA 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
5 RE CODER The Recorder Stock and Daily Sales Record Helps 
(aeconse 7 You Do Just That! 
We Bw. - Insures Accuracy of Buying Judgment 





Black “If a $5 Gold Piece Falls Thru 
00T and SHOE Cloth a Crack in the Floor”—is the 
1) 

RECOR y SALES red imitation for keeping stock records:— 
STO C K N DAIL — \ leather back 
: RECORD “ab cman Supplied with each order for 

I guid tettartnn the Stock Record System. 


ER Binder— title of our instruction brochure 

















One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 
—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheets—$1.00 


(minimum order) 


Each fits the STOCK RECORD loose 
leaf binder. 





Black Cloth Binder—11%%” x 13%” 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clips:— $ 8 50 


West of Denver, $9.00 
Canada and Foreign, $9.50 
Above, not including 
CARTON TICKETS, $6.00 
West of Denver, $6.50 


(New Revised Fifth Edition) Canada and Foreign, $7.00 
Postage Prepaid—Check with order, please 


j De Luxe Flexible Binder with gold embossed name 
shield— illustrated above at top—supplied in place 
} of Black Cloth Binder at $1.25 extra. see. ae oe ear boot ener gen 2000. 


eames ced when quantity ordered is 500 or mere. 
Postage prepaid—check with order, please. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


189 WEST MADISON STREET CHICAGO, ILLINOIS 
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MARBRIDGE ,, GOLD SEAL 


UILDING BAREFOOT SANDALS 


Especially designed to complete the Pajama 
Ensemble which will be the popular 

fad among the Smart Set at 
Fashionable Summer Re- 

sorts for parties, 


boardwalks, etc. 

IN STOCK e \/ 
A variety of colors in ES / 
high and low heels 

for men, women and re \ 
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pm 24 —— qeoemees — and 
i i t 
dune aqpewnl iar peer > PRICES 
spection. $11.50 to 830.00 
er doz. 
(All goods dated May Ist) 


al eee 
pag a 


» | Free 


When ordering samples 
specify price range 
and kind wanted 


The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- 
rooms of the national leaders in the shoe and leather 
industries are maintained here all year round. FOLDER ON REQUEST 
Desirable office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. GOLD SEAL SLIPPER CO. 


1328 Broadway New York 722 Broadway New York City 











3-Way 


Ticket | f , / Tt TONE 





HAND LETTERED 
4 lots 


6 doz.— $1.50 12 doz.— $2.50 1 doz.— $0.35 
(CHECK WITH ORDER—PLEASE) 


YOUR CHOICE OF EITHER OF TWO COLOR 
COMBINATIONS 


Purple with gold edge trim on white Red with black edge trim on white 
pasteboard with black figures. pasteboard with black figures. 


Available in 72 different prices: IN STOCK 


If other than in-stock prices are specified in orders, 
the rate per doz. is 50c. 


(A variety of two color tickets with hand-lettered prices carried in 
stock, 15c. per doz. Samples on request) 


700 MERCHANTS SERVICE DEPARTMENT 
ABOVE IN STOCK BOOT AND SHOE RECORDER, CHICAGO 
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THIS MAY BE 
YOUR OPPORTUNITY 








SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 








Riding Boots 


English Type Riding, Field and 
Lace Boots for all outdoor wear. 
Side line for Salesmen carrying 
good line of men’s shoes. Made 
by a firm with over 50 years’ ex- 
perience as Boot-builders. Popu- 
lar Prices. Commission basis. 
Territory open, Minnesota, Iowa, 
Missouri and all States East of 
the Mississippi. Give all details 
first lette. ADDRESS H. J. 
JUSTIN & SONS, INC., Box 218 
Hemp Sta., Fort Worth, Texas. 











S HOE salesmen wanted to carry a line of 
spats and shoe ornaments as a_ sideline, 
those who have time to allow them to carry a 
side line, answer only with references. an- 
olis Manufacturing Company, 4248 No. Craw- 
ford Ave., Chicago, Illinois. 





WANTED—Salesmen for strong line women’s 

novelties retailing at popular prices. Must 
be reliable, thoroughly experienced, willing to 
be governed by our policy of distribution. 
Strictly commission. o drawings. Samples 
are ready. Address B-724, care Boot and Shoe 
| < 239 West 39th Street, New York, 





WANTED — SALESMEN with established 

_ territory to carry as sideline on commission 
basis, full line ladies’, men’s, children’s house 
and boudoir _ slippers. Liberal commission. 
L. Salenfriend & Co., 686 Broadway, New York. 





ALESMAN wanted for Western and South- 

ern Ohio territory, carry our line of Welts, 
McKays, Stitchdowns, Leggings. All styles in 
stock. Must reside on territory and travel by 
auto. Hagerstown Shoe & Legging Co., Hagers- 
town, Md. 





SALESMEN wanted to carry, on commission 
- basis, manufacturers line of men’s Spats and 
Soft Sole House Slippers, including slippers 
with rubber and wood heels of exceptional 
values to retail from $1.00 per pair to $3.50. 
xive reference and state territory covered in 
first letter. Address B-726, care Boot and Shoe 
reer, 239 West 39th Street, New York, 





S ALESMEN wanted to carry as side line, high 
grade imported English spats. Commission 

basis. Call or write stating territory. WAT- 

— & LEVINE, Inc., 2-8 Astor Place, New 
ork, 


SALESMEN WANTED 


For Southern States and California, to 
sell low priced line of infants’ turn shoes 
earried in stock—Liberal Commission— 
Men with established trade prefe 
Send references with application. 


DEVOLDER BROS. 
206 Essex Street, Boston, Mass. 








FOR SALE 


High class, independent going concern; 
best location in 150,000 residential popu- 
lation with 300,000 drawing capacity 
established 25 years; still 6% years’ 
lease to run. Will sacrifice. Disposal 
through family bereavement. Address 
B-731, care Boot and Shoe Re- 
corder, 189 West Madison St., 
Chicago, Ill. 











LINE WANTED 


LINES WANTED—Ladies arch line from 
manufacturer with stock department carrying 
widths to retail for $5.00 and $6.00 for State 
of ae, by a man who has traveled this 
territory for fifteen years; has been engaged in 
the wholesale business for himself for the past 
eight years; age forty. Wanted on a straight 
commission basis. Address 14131 East Jeffer- 
son Ave., Detroit. 








INE WANTED—For Pennsylvania, New 

York State and Connecticut. Well known 
sales representative who has been connected 
for seventeen years with a leading manufac- 
turer of women’s better grade shoes is desirous 
of securing a good line of merchandise for the 
above territory. Has large following with the 
better class trade. Best of references fur- 
nished. For particulars Address B-730, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





IVE WIRE Shoe man—lifetime in the game 

—desires popular priced women’s novelty 
line or family shoe line—wholesalers_ write 
immediately ull details—territory, Eastern 
Y. Y. and vicinity. Address B-733, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York, N. Y. 





FOR RENT 


S HOE DEPARTMENT: Best location in the 
heart of Chain Shoe Center, 90 South 
Pearl Street, Albany, N. Y. 








FOR LEASE 


HOE DEPT. For Lease—In our new 

Women’s Specialty Store to be ready about 
July, 1930, location 100% in city of 50,000 in 
Southern New York. Main floor Dept. to carry 
medium and good style shoes. Only concerns 
with best of references need apply. Address 
B-729, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





FACTORY BUILDING 
FOR SALE 


Shoe Factory, brick, 4 stories and base- 
ment, 40,000 sq. ft. floor space. One half 
real value. Skilled labor conditions ex 
cellent. 7 
The Huntington National Bank 
of Columbus 
Columbus, Ohio, Dept. G. 








FOR SALE—SHELVING and SHOE STO 
EQUIPMENT of three beautiful shoe sto: 
including four drawer and single drawer 
registers, show cases, upholstered leather s 
chairs, window fixtures, rugs, etc. All splen 
condition. Will sell at real sacrifice. Box 
Paris, Ill. 


FOR SALE: Family shoe store located 

Western Connecticut. Only popular pri 
store in town, next door to Grants. For pa 
ticulars write: Address B-728, care Boot ar 
pe Recorder, 239 W. 39th St., New Yor 
Se 








BUSINESS OPPORTUNITY 


ALESMAN with capital, can obtain partne 

ship in an established patented shoe tree 
business, Metropolitan district. Address B-725, 
care Boot and Shoe Recorder, 239 W. 39 
St., New York, N. Y. 








MANAGER WANTED 


ANTED—LIVE MANAGER for _ popula: 

low priced shoe store. Central Ill. cit 
50,000. Must be REAL salesman himself, ar 
able to trim attractive windows. Good salary 
and steady position for hard-working, ambitio 
party with right personality and result-pr 
ducing record. Write full details of exper 
ence and enclose reference and picture. Stat 
salary expected first letter. Position open i 
mediately. Small town experience preferre 
Address B-732, care Boot and Shoe Recorder 
189 W. Madison St., Chicago, III. 








be counted. 





CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted” advertisements is 4 cents 


mum charge 75. cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
a box number is desired twelve words should be added for the address. 


per word for all undisplayed advertisements. Mini- 
In all other cases each word of the address should 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
@* Advertisements for this page must be in our New York office on Friday of the week preceding publication. @8 
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PARTNER WANTED 





MERCHANTS’ NEEDS 











Y/ANTED—Businese partner with retail ex- 
perience, must have $5,000.00. Have sub- 
leased departments, volume has outgrown capi- 
tal. A-l references required. Gentile only. 
Write Box 1241, Greensboro, N. C. 
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Rolling Step Ladders 


"| Bnable you to reach your 
highest ves convenient- 


PARTNER WANTED 


manufacture misses’ 
also men’s everetts, 
Turns. 


a 


To and children’s, TILTS ATANY ANGLE 
romeos, and operas. 

Factory near Boston. Must have 

from oo pl -~y capital. Someone 
who could handle the selling preferred. 
Address B-727, care oot and $2.75 Half Gross 
Shoe Recorder, 1 Federal St., 

Boston, Mass. 


Guaranteed te give 100% 
Satisfaction 


Milbradt 
Manufacturing Co. 

M. D. POLLINGER co. Established 1896 

416 Victoria Bldg. St. Louis, Me. 2416 No. 10th Street 

POSITION WANTED ST. LOUIS, MO. 


“They last a lifetime 
and 





Write for general catalog 
and let us suggest the 
ladder for your use. 














4 


& 























HAVE JUST LIQUIDATED Window Decoration 
MY STORE 


and maker of 
Artistic Price Tickets 

Paterson, New Jersey, handling exclu Latest in Imported and Domestic Rell 

sively one of the st known comfort Paper, etc., in Season. 

lines on the market. Have you a propo- Gamples mailed free on request. 

sition to offer me? Am 33 years of age, 

narried, and absolutely capable. SS 
THOMAS KROLL 160-1 ot Seegenee 

150 East 26th St., Paterson, N. J. 


























~ WANTED TO PURCHASE 











If you contemplate selling your 

entire or surplus stock com- Pompous Aye cananas FOR 
—_ Phe rahe mershndin the rit orien 
em ven. on ; 
KIRSCH-BLACHER CO. INC. | | Soy-GRAUE,SMPPER SUEEHT $e 
Phone Spring 1443 





No. 1581—75c P. 








er Pair 
Bample Assortment for Your Approval 
Cheerfully Submitted 











' The National Buckle Co. 
We are open to 
BUY FOR CASH 


Gpeclalicts in Shoe Ornamentation for 

the Retail Store 
retail stocks of SHOES—GENERAL MER- \ 
CHANDISE — Unexpired leases assum: 


17 WEST 17th ST., NEW YORK 
ed : ———s 
POSTER @ DEUTSCH 
436 Grand S&St., 











New York City 
Phone Dry Dock 0352 








Meo Behram 
by H Fe ‘a Ps ? Rb aye Pa 

T® BE SURE YOU RECEIVE | d <5 
HIGHEST PRICES XX) Mane 
for your retail odds and ends, entire ' a) hw 
yh e 4 — HS Ee 933 ARCH ST. roe 

Export Surplus Purchase Co., Ine. 

506 Broadway, New York, N. Y. 


PHILADELPHIA, PA. 
Telephones Canal 68174 and Canal 0655 


ARE BUSINESS GETTERS 


ae Sty Fg 




















Reed and fibre chairs 
se S| | STEEL ADVERTISING 


bring color, comfort, and 
=<» SPECIALTIES charm tothe modern 
LAB E LS Hi = Button Heeks shoe store. This is one 
and | ' Boot Hooke eh of many good-looking 
SHOE CARTONS | Regge il Ret reed chairs made by 
stone) Shakers Af) 
Poser Reachers # aus HEYWOOD-WAKEFIELD 
Window Hooks se Baltimore 
oe Boston 
J.L. SOMMER 2S Ga Buffalo 
AMERICA'S GREATEST —_ Chicago 
SHOE CARTON & LABEL MFCS —<— 1876 5 


NEW JERSEY 
LARGEST MANUFACTURER IN THE WORLD 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 





Los Angeles 
New York 
Philadelphia 
Portland, Ore. 
San Francisco 
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PATENTS 














This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 
Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 

Send for Samples 
Window Fabrics 
and Valances 





THE HECHT FIXTURE CO. 








233 South Wells St. 


Everything in Fix- 

















| sHow ROOM | tures 
142 WEST 38th ST. CHICAGO 
Venus Arch Support Co. HOTELS 


(Not Inc.) 


Venus Arch Supports. 
Venus Foot Appliances. 


Everything for the feet. 
Anderson Endrea, Manufacturers’ Agent 


Security Building, Madison & Wells Sts. 
CHICAGO, Illinois 








BLANCO 


KEEPS WHITE SHOES 
WHITE 


In tubes ready for use or in 
cake form 


LAING HARRAR & CRAREGRLIN 


3rd St., Philadelph 
SOLE AGENTS TOR THE UNITED STATES 











Everythin for Your Windews 
uturistic Displays and 
Backgrounds 
Artificial Flowers, Vases, Windew 
Palatings, Settings, Seenes, Velour 
Berdort 





jot. Prise Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











e e S. '] 
Price Tickets S2mzics 
Original Designs in Colors and Odd 
Shapes. 21 years nothing but Tickets 


Largest Size 3 byy New Styles constantly 


631N,L ; 
B. STA UFFER LOS ANGELES CAL” 
Me Me he he te he he he ty he A i 





LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-29 W 34THST. NUY.C. 
aa lolal <M a Al-1e1e), I-30) Tite) 






be 
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oS ak ip 






Hospitality 


The Hotel Sinton is famed 
for its friendly, comfortable, 
home-like atmosphere. New- 
beautifully 
Every modern 


ly remodeled, 
furnished. 

convenience. Bath and ser- 
vidor in every room. Five 
convenient dining rooms. 
Most desirable location. 125 
sample rooms—the best in 


the country! 


Hotel Sinton 


Cincinnati's Finest Hotel 


John b. Horgan 


MANAGING DIRECTOR 











Maurice P. King Goes to 
Morristown 


WASHINGTON, D. C.—Maurice P. 
King, president of the Washington 
Shoe Retailers’ Association, has re- 
signed his position as manager of the 
Cantilever Shoe Shop here to open a 
shoe department in the new building 
7? for M. Epstein at Morristown, 


‘In 1921 Mr. King came to Washing- 
ton and opened a second-floor shop on 
fashionable F Street. Shortly after 


his arrival he became identified with 
various civic interests, was a charter 
member of the Lions Club, member of 
the Board of Trade and of the City 


104 





(PATENTS) 


Time counts in applying for patents 

risk delay in protecting your ideas. Send 
sketch or model for instructions or write for 
FREE book, ‘“‘How to obtain a Patent’’ and 
“Record of Invention’ form. No charge for 
information on how to proceed. Communications 
strictly confidential. Prompt, careful, efficient 
service. Clarence A. O’Brien, Registered Patent | 


fl 
f 


Attorney, 453-B, Security Savings and Comm’! 
Bank Building (directly across street from U. S 
\. Patent Office), Washington, D. C. 








BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn ~ 
income in service fees. A new system o 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson bora- 
tory, 21 Back Bay, Boston, Maas. 





u 





Club, taking active interest in all civ 
affairs. His personal acquaintance wa 
large and various, and his custom: 
list embraced many in official life ar 
diplomatic service. 

In 1924 he organized a class of 
physicians for the study of foot con- 
ditions as related to anatomic difficul- 
ties in veneral. This class met at his 
shop “ne night each week and a ge 
era) plan of study was followed. M 
King prepared a booklet, “The Foot,” 
that was at once popular and much 
sought after because of the clarity of 
the subject discussed. 

For several years, when the summer 
| classes were formed at the Universit 
of Maryland, Mr. King lectured on 
“Foot Health and Posture.” 
classes were formed for women 


an ag 





attended. 

In 1927 Mr. King was made secretary 
of the Washington Shoe Retailers’ 
sociation, and in 1928. was elected pres 
dent, 
since. 


cussed at each meeting. 

For eight years Mr. King was 
Morristown in the employ of George W 
Melech. His return to Morristown will 
be a return to old surroundings and 
old friends. 

John J. Keane, 


for the past eight 
years associated with Mr. King in the 
Washington store, has assumed the 
management. Mr. Keane enjoys a wid 
acquaintance in Washington, his nativ: 
city. 


Black and Snakeskins Good 


BALTIMORE, Mp.—Henry E. Jones, at 
the new Dalsheimer store, on Nort} 
Liberty Street, Baltimore, where they 
moved from West Lexington Street, 
few months ago, says that business i 
fair. Mr. Jones says that his trade i 
rapidly finding its way to the new 
store, that the second Saturday in Feb 
ruary was better than the same date of 
last year. In women’s shoes, Mr 
Jones says he finds everything is calle: 
for, with black kid leading and snak« 
highly favored. In galoshes and rub 
bers, Dalsheimers has had a good sea 
| wont and prices were held at the regula 

evel. 
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These 


suburban Maryland and were largely 





which office he has held ever 
The association meets regularly 
at luncheon and a special subject is dis- 









































Hotel Claridge 
























































‘ Sli 
> | Greeley’s House Slippers 
for BROADWAY AT 44th STREET 
ad | " - > 
for Ladies’ Black Vici Kid 1 NEW YORK CITY 
ate Strap Slipper, Quilted Sock, 
4 | Sewed, Turned, Leather Sole. Catering to the 
: Right and Left Last. 
— Whole Rubber Heel. SHOE and LEATHER 
y 12 pr. lots, $1.35; INDUSTRY 
— 36 pr. cases, $1.30 2 . 
as per pair. Stocked. Largest and Most Comfortable Sample Rooms 
‘ . 
1" in New York 
A. A. W. GREELEY Moderate Rates. Under New Management 
with 12 Duncan St., Haverhill, Mass. wv, Wire Reservations at Our Expense 
Sor x 
y or = 
ora- 
_ Recently Completed and the O ding S of the City 7 
ivi The Belved Hotel New Edition Soon 
was he eivedcere ote . 
ond Sh d Leather L 
and 48th Street, West of Broadway, New York City oe an eat er ex1icon 
‘ TIMES SQUARE’S FINEST HOTEL , 
Pcs Large single rooms 11.6x20 with bath.$4.00 per day We are ready to take orders for April Ist de- 
cul- CU Ce +e SES livery of the new and revised Shoe and Leather 
Large double room, twin beds, bath. .8$6.00 per day P seh eet 
his i ; f the trade is in its 
en- Special weekly rates Lexicon. This handy book of t 7 
Mr. Within convenient walking distance to important business centers sixth edition, over 100,000 copies now in use. 
ot, and theatres. Ideal transit facilities. 450 rooms, 450 baths Price 50 cents. 
uch e . Every room an eutside room—with two large windews 
of - «+ « Furnished or unfurnished suites with serving pantries. 
$95 te $150 per month Moderately priced restaurant Boot and Shoe Recorder 
ner featuring « peerless cuisine. N 
i ew York, N. Y. 
‘ity Mustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 239 West 39th St. 
on 
ese = . 7 
of 
ely Long Beach, Cal.—Carl’s Shoes, 723 Pine Ave. AT cor en’s Store in Rochester 
- New Shoe Dealers Jacksonville, Tex.—N. A. Wallace. Ne Ww M “ , 

y Ruleville, Miss——Jacob Rosen. (soon) RocHEsTER, N. Y.—Last Thursday 
wy (CONTINUED FROM PAGE 98) yo ye ea bd Tjaden. was “opening day” for an attractive 
a a, a.—Hull & Shipe. j <a a eg as _ wa q 
2S] Los Angeles, Cal.—Enna Jettick Shoe Store, Waynoka, Okla.—T. S. Duff, Hendrie Bldg. | men’s shoe avers known Reg the Foot 
ver 4729 Whittier Blvd. Clovis, N. M.—Cain’s Brown Built Shoe Store. | Joy Shop located in_ the main en 
rly Souderton, Pa.—J. H. Walker. Normandy, Ill.—Geo. F. Wolf. trance of the Seneca Hotel on Clinton 
lis New York, N. Y.—Joseph Korkin, Inc., Kings. Canova, S. D.—Paul F. Koepsell. Avenue south. Walter B. Sizer, for- 

nee eee Chicago, lil.—Thos. G. Plant Shoe Co., Re- | merly buyer and manager of the foot- 
~ s y public Bldg. ie OE sh ; meee C otal 
In : Lynn, Mass.—Gold Seal Shoe Co., 35A Tudor Pueblo, Colo.—Feltman & Curme, 522 N. Main | ages pa mcs sede + ag nen 
W. vt. St. * « 4) ve « ’ : 
rill Whitman, Neb.—E. R. Maupin. West Point, Neb.—E. J. Bramberger. assistant to Mr. Sizer in that store, are 
ay , Scottsboro, Ala.—L. D. Bell & Son, Boggus Chickasha, Okla.—Ishler Booterie. the proprietors of the Foot-Joy Shop. 
g: Field, I | Beckley, W. Va.—J. I. Bowling. Harry Harrington, well known in the 
ee a ee ce 5 Nashville, Tenn.—Ring Shoe Co., 311 Dead- | trade and formerly in the men’s shoe 
ht Herculaneum, Mo.—M. Wax Clothing Co. erick St. i i y in. n’s sh 
he Moundsville, W. Va.—Marion S. Berry. | Charlotte, N. C.—L. Schlanger, 12 W. Trade | department of McF arlin Clothing Co., 
he Berry, Ky.—Frank Vest. St. has succeeded Mr. Sizer as buyer and 
de Penal York, N. Y.—Troy Shoe Co., 553 5th Sistersville, W. Va.—A. Maloof & Sons Co manager of the Union’s shoe depart 
"We Vietorville, Cal.—Harry Rosenblatt. ment. The opening was well advertised 
si New York, N. Y.—Meyers Shoe Shop, Rock- Elroy, Ariz.—Hamilton & Neidifer. | ema s hes °} ‘ feat > Sn 'the wall 
away, Blvd. Bexill, ide._Edward Krier and a pleasing feature wa: @ we 
New York, N. Y.—Custom Shoe Co., Inc. Wellington ev,—Sioam. Sieve, tne wishes of many shoe store owners and 
N y N. Y.—Le: 7 i. Sain fat oe I »partme anagers w -alled. Busi- 
New York, N. Y.—Lester Shoe Shop, 1671 Mountain Leke, Minn. | department managers who called. ‘ 


Broadway. 
Newport, Pa.—M. J. Steinberg. 
Mt. Vernon, N. Y.—I. Atkin, Inc. 
New York, N. Y.—Frank Engel, Inc. 


= Washington, D. C.—A. ©. Beck Shoe Corp. 
th Wilmington, Del.—A. S. Beck Shoe Corp. 
eV Brooklyn, N. Y.—A. S. Beck Shoe Corp. 
a Stamford, Conn.—A. S. Beck Shoe Corp. 
j Baltimore, Md.—A. S. Beck Shoe Corp. 
i Iowa City, Iowa.—Tilden’s, 20 S. Clinton St. 
ue Cotton Plant, Ark.—Oliver Ledbetter. 

New York, N. Y.—The Roberts Bootery, Inc., 
b- Bronx. 
Oo! Stuttgart, Ark.—W. T. Simmons. 
r Port Hope, Mich.—The Stafford Co. 
- Strasburg, Ill.—M. R. Storm. 
c Pleasant Plain, Iowa.—James Tucker. 
ae, S. D.—Lee F. Newell, Hughes 
) 3idg. 
A DeWitt, Mich.—Merton E. Towne. 
2 Norfolk, Va.—W. L. Douglas Shoe Co., 209 





Granby St. 
Chicago, Ill.—Enna Jettick Boot Shop, 6453 
S. Halsted St. 
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-John D. Meyer 
Lisbon, N. D.—E. H. Erickson. 
Elmcreek, Neb.—Lemmer & Delahaunty 
Greenwood, Neb.—Copes & Anderson. 
Arlington, Neb.—J. A. Peterson. 
Central City, Neb.—J. F. Keele. 
Detroit, Mich.—Grenier Shoe Co., 

ward Ave. 

Lapwai, Ida.— Martin Carlson. 
Peshastin, Wash.—Wingate & Fuller 


424  Wood- 


Seattle, Wash.—Grasiano Tambo. 

Lamont, Wash.—M. A. Wiley. 

Vancouver, Wash.—George Supina, 1005', 
Main St. 

Tillamook, Ore.—Erick Johnson, Alderman 
Bldg. 


McCleary, Wash.—Pioner Stores, Inc. 
Spokane, Wash.—Kemp & Hebert. 
Harrisburg, Ore.—Jens M. Jensen & Son 
Lamont, Wash.—W. V. Wiley. 

Savannah, Ga.—United Shank & Findings Co., 

Louisville Road. 

St. Louis, Mo.—Samuels 

Madison Sts. 


Shoe Co., 25th & 
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ness opened up well also, and, according 
to Mr. Sizer, has continued so. The 
store is located in the heart of the new 
shopping district. 


Features Handbags 


3ALTIMORE, Mp.—Another local ex 
clusive shoe store to join the ranks of 
exclusive shoe shops carrying hand 
bags is the Baltimore, Md., branch of 


Hanan & Son, 324 North Charles 
Street. This is the first time the local 
Hanan store has carried handbags 


since its opening in this city about a 
year ago. Handbags in shades designed 
to match and effect a footwear ensem 
ble are offered at $4.95. This new line 


| of merchandise should help materially 


in increasing sales volume of the store. 













Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “‘more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor aAnp 
Suoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


N the retail field we find a coming 

demand for nifty and thrifty sport 
shoes for juveniles—a demand _ so 
strong that it warrants a real children’s 
number to lead a new month right up 
to the cash register. No longer can 
you ignore the wee moderne, for style 
all the while has come in for a long 
profit run. One look at the pictures of 
a great southern juvenile store will 
prompt many a merchant to tear out 
the old and bring in the new modes 
and methods of capturing the little 
army of boys and girls whose desires 
lead to pretty shoes and who know 
how to put over a sale on dad. We 
promise a real children’s issue. 


AAA 


A= while we consider the sales ap- 
peal of style, let’s not forget the 
importance of careful fitting of boys’ 
and girls’ shoes. The foundation of fu- 
ture foot health is laid in these forma- 
tive years. Shoe merchants who serve 
children conscientiously and well build 
a future clientele of loyal customers. 
You will find some fresh and interest- 
ing viewpoints on children’s fitting in 
the April 5th issue. 


AAA 






















INVISIBLE —f 
MIDDLESOLE !M 


far i 
Progress invented the great loom and banished the spin- "Puan a ) S| 


ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement 


Leading shoemen, the country over have acclaimed 
Invisible Middlesole—the outstanding achievement 


in modern shoemaking. 





This scientific method of bottom filling means greater 
efficiency for the Manufacturer — more sales for the 


Retailer and much more comfort and wear for the Consumer. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
Statler Building Boston, Mass. 


~ 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, March 29, 1930 





